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Sparks 


Time Tells Tales 
August Johnson in Person 
Pound’s “Detroit: 
Dynamic City” 

Coast Auto Section Conscious 


oe 


By 
Chris Sinsabaugh 


4 UGUST JOHNSON, Graham- 
Paige’s new executive vice- 
president, who is in charge of sales 
ind anything else that will help 
move the product, has broken into 
the national limelight via Time 
magazine, which paints this word 
hicture of the man from the West 
8 st: 
“Hired six months ago to get 
raham-Paige off the hook, Execu- 
ive Vice-President Johnson has 
one the job almost single-handed. 
But in Detroit, where motor execu- 
ives are as swank and stream- 
ned as their product, he is defin- 
out of place. He works in a 
habby office, wears unpressed 
dothes, speaks with a thick Swed- 
ih accent, puts on no more side 
than a country store-keeper .. . 
Now seeking (and getting) new 
distributors, of whom Graham- 
Paige has more than 50, he says: 
Ve must have more Vorkers in 
the Winyard.’ Informal, easy-going 
falesman Johnson will upset tra- 
tition indeed if he makes good as 
t low-pressure man in a high- 
pressure industry.” , 


THIS NEW rough - and - ready 
type of executive as exemplified in 
Johnson reminds me of Dave ‘Wil- 
on, formerly president of Willys- 
Overland, who was just as blunt 
land outspoken, and with the wis- 
dom of a David Harum back of it 
al. And Johnson is going about 
his job just as did Dave Wilson 
when he went into the corner of- 
fice in Toledo. In the short time he 
has been in Detroit, seemingly he 
has gotten order out of chaos. He’s 
veral weeks away from actual 
Production because it is no easy 
task to line up the suppliers so 
needed parts come along when 
they are needed. In the meantime 
Johnson and his chief aide-de- 
tamp, Bill Eaton, are busily en- 
taged in sending the field men out 
ind ladling out franchises to dis- 
ttibutors and dealers asking the 
i to sell the Graham. 


| THIS JOHNSON, with wits 
harpened through more than a 
‘quarter-century as a distributor 
‘and dealer before he became a 
factory man, has devised some- 
‘thing that is brand-new in auto- 
mobile merchandising. It might not 
work with big producers, but with 
Graham he thinks it is tailor-made. 
That is, he is leaving it up to his 
Wholesalers and retailers to name 
(See SPARKS, Page 15, Col. 1) 


Car Registrations 
Coming Events 


Dealers Tell Me : 
Production This Week 
sed Car Price Table.....-- pase 





Founded in 1925 as Automotive Daily News 


The Newspaper of the Industry 





DETROIT, FEBRUARY 19, 1940 


C PROPOSES FAIR TRADE CODE 


Colo. Ford Dealers Exempted from Chain Tax 





Court’s Decision 
Is Seen Affecting 
Other Dealerships 


Judge Cites Independence 
Of Company’s Outlets; 
State to Appeal 


By Ira R. Alexander 
Staff Correspondent 


DENVER. — Judge Henry 
A. Hicks ruled in district 
court here during the past 
week that Colorado chain 
store taxes cannot be collected 
from the Ford Motor Co. Directly 
involved in the court test is $102,- 
470 in chain store taxes which 
Charles M. Armstrong, state treas- 
urer, sought to collect on Ford 
dealerships in this state. 


Also involved, officials believe, is 
the state’s claim for $427,660 in 
taxes since 1935 from dealerships 
of six other automobile manu- 
facturers. The decision was made 
in connection with a declaratory 
judgment suit filed by the Ford 
Motor Co., against Armstrong, who 
has attempted to collect the chain 
store tax from motor car manu- 
facturers. 


Judge Hicks ruled the company 
exercises only a limited control 
over its dealerships, and that in 
general dealers are independent 
merchants. 


Attorneys for the state said the 
decision will be appealed to the 
Colorado supreme court. In a 
en decision, Judge Hicks 


“A decided preponderance of the 
evidence established the fact that 
Ford dealers in Colorado are, in 
the highest degree, independent; 
that they put whatever price they 
choose on used cars; that they 
keep their books and follow ac- 

(See CHAIN TAX, Page 8, Col. 5) 


Motor Leaders 
Are Honored at 


‘Pioneer’ Banquet 


DETROIT.—Most of the 50 out 
standing inventors and research 
scientists in this area, who were 
honored Thursday night in Hotel 
Statler here as “Modern Pioneers 
on the American Frontier of In- 
dustry,” are famous for their con- 
tributions to the development of 
the automobile. 


The Modern Pioneer awards were 
made by the National Assn. of 
Manufacturers. Co-operating with 
this group are the Michigan Manu- 
facturers Assn., the Employers 
Assn. of Detroit and the Detroit 
board of commerce. 

Harvey C. Fruehauf, member of 
the board of directors of the NAM, 
presided. Speaker of the evening 
was William S. Knudsen, president 
of General Motors. K. T. Keller, 
president of the Chrysler Corp., 
also was at the speakers’ table. In 
addition to Knudsen, Conway P. 
Coe, United States commissioner 
of patents, addressed the ban- 
queters, stressing the benefits of 

(Continued on Page 20, Col. 1) 
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oe upon recommendations made by dealers at the an- 
nual meeting of the National Automobile Dealers Assn. 
in Detroit in 1938, which was held in conjunction with a 
trade practice conference under the auspices of the Federal 
Trade Commission, the commission today has issued a pro- 
posed set of 30 rules to govern competition within the auto- 
motive industry. A hearing on these proposals will be held 


in Washington Mar. 20 next. 


All members of the industry 


will come under the FTC code after it has been approved by 
the commission, and for that reason all members must make 
known their views on or before the Mar. 20 hearing. 

That there is little serious likelihood that the rules as 
proposed will be materially changed or modified after the 
hearing seems evident since, in those clauses which would 
become mandatory, the commission merely has recited ex- 
isting laws and given its interpretation of the application of 
those laws to our industry. Opposition probably will have 
to confine itself largely to proof that the FTC interpreta- 


tions have been in error. ™ 


From the dealer standpoint, we feel that one of the most 
important articles in the proposed code is Article 26, which 
replaces former Article 20 of the code passed upon at the 
1938 trade practice conference. Article 20 was voted down 
by the dealers at that time. This article now reads: 

“Tt is an unfair practice for any member of the industry, 
directly or indirectly, to enter into, or take part in, any un- 


lawful combination, conspiracy, agreement, understanding, 
(Continued on Page 4) 





Graham Distributors to Set 
Delivered Price on New Car 


DETROIT.—An innovation in 
factory-distributor relations, under 
which distributors will be able to 
set the delivered price of the cars 
sold in his territory, is announced 
by August Johnson, executive vice- 
president of Graham-Paige Motors 
Corp. 

This plank highlights the new 
liberalized dealer platform evolved 
by Johnson and his associates in 
the reorganized Graham company 
which is scheduled soon to begin 
the manufacture of cars in its 
plants on West Warren Ave. here. 

Delivered prices will not be listed 
or advertised in factory promotion 
under the new plan, Johnson said, 
and price queries will be referred 
by the factory to the dealer at the 


The Top Ten 


PASSENGER CARS 


First Ten in Registrations as 
Reported in AN Today: pm 


Pos. 
14,992— 1 
10,848— 2 
8,485— 3 
4,238— 4 

2,960— 7 
4,142— 5 
3,093— 6 

929—13 


Make 


Chevrolet 
Ford 
Plymouth 


Buick 
Pontiac 
Dodge 
Oldsmobile 
Studebaker 
Mercury 1,179—10 
Hudson 1,035—12 


Total All Makes 
71,710 58,306 


For complete standings of all 
makes, see Page 17, this issue 





point of origin. Admittedly, finance 
companies will be fully informed 
of the car-model price structure 
everywhere, and the broad range 
of prices for the three new Gra- 
ham lines will be held to limits de- 
fined by the wholesale price of the 
car to the distributor. 

“In launching this plan,” said 
Johnson, “we are making public 
recognition of a fact the trade has 
long recognized: That car prices 
are really set by competition. An 
advertised factory delivered price 
is helpful in establishing a car in 
the minds of the public as low- 
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Hearing on Rules 


Set for March 20 
At Washington 


Code Based on Dealers 
Action at °38 Trade 
Practice Parley 


By William C. 
Managing Editor 


DETROIT. — Proposed 
trade practice rules for the 
automotive industry were 
published here today by the 
Federal Trade Commission, 
, with March 20 at Was n set 
for a hearing before any official 
action is taken to make them ef- 
fective. The rules announced today 
by the FTC are based upon the 
recommendations of a group of 
automobile dealers in meeting here 
April 26-28, 1938. 

Acting under the authority in- 
vested in it, and at the behest of 
dealers at that time, FTC held 
hearings in Detroit in an attempt 
to establish a code of ethics cover- 
ing practices within the entire in- 
dustry. As a result of the recom- 
mendations made at that meeting, 
the commission has developed a 
30-point code, details of which were 
announced i 

FTC has greatly broadened the 
scope of those recommendations 
and has reinstated the sense of 
Article 20 covering control of used 
car prices, and the subject of used 
car prices is now covered in Article 
26 of the proposed code. It is much 
more stringent than the former 
article which was turned down by 
dealers. 

Action by FTC in releasing its 
proposals at this time has created 
considerable confusion in view of 
the fact that the National Automo- 
bile Dealers Assn., since the 1938 
conference, has developed a piece of 
regulatory legislation about which 
it is now planning a referendum 
among all dealers to determine 
whether it should be submitted to 
the present Congress. Some view 
the move by the commission as an 
effort on its part to clarify its po- 


priced, etc., but local conditions| sition in relation to the industry, 


vary so much that this same price 


since there has been considerable 


serves as only a general guide for| inference drawn that the commis- 


the dealer. He may cut into his 

percentage of this price by giving 

cash _ discounts, over - allowances, 
(See GRAHAM, Page 2, Col. 5) 


sion had taken part in drawing up 
the present legislative bill. 
Just what the procedure of the 
(Continued on Page 2, Col. 1) 


Eastern States Grab Bulk 
Of Gain in 1939 Car Sales 


By Pete Wemhoff 
Associate Editor 

DETROIT.—Paced by the East 
South Central area, states east of 
the Mississippi accounted for the 
bulk of new car sales gains during 
1939 as compared with 1938, an- 
alysis of last year’s registrations 
reveals. 

States in the eastern portion of 
the United States turned in an 
average sales increase of 45 percent 
against the industry's total gain of 
40.3 percent, while western states 
(west of the Mississippi) fell be- 


low the national average with ap- 
proximately 29 percent. 

First four places among the 
nation’s nine regions were divided 
equally among the Southern states 
and the industrial North. Top gain 
of 49 percent went to the East 
South Central territory, consisting 
of Tennessee, Kentucky, Alabama 
and Mississippi, while on its heels 
in second place with 48 percent 
was the East North Central area 
comprising Ohio, Illinois, Indiana, 
Michigan and Wisconsin. In the 

(Continued on Page 11, Col. 1) 
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FTC Proposes Trade Regulations for Mo 


e.0UCFOCT A 


Commission Sets Hearing 
For Mar. 20 in Washington 


(Continued from Page 1) 


commission will be after the Mar. 
20 hearing is still somewhat in 
doubt. Presumably, however, the 
code with whatever modifications 
may be made at the March hear- 
ing, will become the standard for 
trade practices in the industry in 
the future. 

The proposed rules issued by 
FTC include 27 regulations which 
would become mandatory upon 
their adoption, and three regula- 
tions which would become volun- 

. It would seem that there is 
little likelihood of revision of the 
27 rules constituting Part One of 
the code, since these are purely 
definitions of laws already in ex- 
istence and constitute the FTC’s 
interpretation of their application 
to the automobile industry. During 
the next 30 days however, interest- 
ed parties will be provided oppor- 
tunity to submit briefs outlining 
any opposition to the code as 
drawn by the commission, and op- 
portunity will be provided for oral 
arguments at the meeting in 
Washington Mar. 20. 

Naturally, up to the present time 
there has been no determination 
of the dealer’s status in regard to 
interstate commerce, and the juris- 
diction of FTC does not extend 
beyond interstate commerce. Manu- 
facturers, however, acknowledged 
their connection with interstate 
commerce in various rulings under 
the Wagner Act. 

On the other hand, the proposed 
Patman-Horner bill which is now 
being submitted to dealers in the 
NADA referendum, would definite- 
ly place dealer operations under 
the FTC and would probably be an 
acknowledgment on their part 
that their operations were inter- 
state. 

‘ Complete text of the proposed 
rules as released by FTC today is 


as follows: 

PROPOSED TRADE PRACTICE RULES FOR 

THE AUTOMOBILE INDUSTRY 

(As released Feb. 19, for Hearing Mar. 20, 1940) 

(NOTE: THESE RULES HAVE NOT BEEN 
APPROVED BY THE FEDERAL TRADE COM- 
MISSION. They are a draft of proposed rules 
which are made available to all interested or 
affected parties for their consideration and for 
submission of such views, suggestions or objec- 
tions as they may desire to present. Due con- 
sideration thereof will be given by the commis- 
sion before proceeding to final action on the pro- 
posed rules.) 


GROUP | 
RULE 1—DECEPTION IN GENERAL: 

It is an unfair trade practice to use, or cause 
or promote the use of, any advertisement, descrip- 
tion, guarantee, warranty, testimonial, endorse- 
ment, depiction, illustration, radio broadcast, 
brand, mark or label, or any other representa- 
tion or selling method, (a) which has the ca- 
pacity and tendency or effect of misleading or 
deceiving purchasers, prospective purchasers or 
the consuming public with respect to the opera- 
ae eae a use, fuel or oil consumption, 


» age, size, material, content, origin, 
production, year, model, type, price, grade, 
quality, quantity, manufacture, sale or distri- 


bution of any motor vehicle or other product of 
the industry or of any component of such prod- 
uct; or (b) which is false, misleading or de- 
ceptive in any other material respect. 

RULE 2—MISREPRESENTING 

CHARACTER OF BUSINESS: 

It is an unfair trade practice for any person, 
firm or corporation to hold himself or itself out 
as & manufacturer’s representative, wholesaler 
or dealer, when such is not the fact, or in any 
other manner to misrepresent the character, ex- 
tent or type of his or its business. 

RULE Poh OF 


ECEIVE: 
the trade-mark or the dis- 


Pontiac Continues 
To Crack Records 
With Feb. Sales 


PONTIAC.—Retail sales of new 
Pontiac cars during the first 10 
days of February continued the 
record-breaking pace the company 
has set in 1940, it was announced 
Friday by D. U. Bathrick, general 
salesmanager. Used car sales by 
Pontiac dealers also set a record 
for the period. 

In February’s initial sales period 
4,718 new Pontiacs were sold, which 
is a 55.7 percent increase over the 
same period in January this year 
and 59 percent over February, 1939, 
thus continuing to crack every 
similar sales record in its history. 

Used car sales for the period were 

10,737, or 66 percent above January 
this year and 29 percent above 
February, 1939. 
_ Pontiac’s unfilled orders now are 
more than four times as great as 
a& year ago. Used car inventories 
are declared satisfactory. 


tinctive features of products of the industry or 
their containers in such manner as to mislead 
or deceive purchasers, prospective purchasers or 
the consuming public, in the sale, distribution 
or purchase of the products, is an unfair trade 
practice. 


RULE 4—IMITATION OF TRADE- 
MARKS, TRADE NAMES, ETC.: 

The imitation or simulation of the trade-marks, 
trade names, 
with the capacity and tendency or effect of there- 
by misleading or deceiving purchasers, prospec- 
tive purchasers or the consuming public, is an 
unfair trade practice. 


RULE 5—DECEPTIVE DESCRIPTION 
OF MOTOR VEHICLES: 

(a) It is an unfair trade practice to represent, 
directly or indirectly, through pictures, displays, 
advertising or otherwise that motor vehicles sold 
or Offered for sale are equipped with so-called 
“Standard Equipment’’ or certain other equip- 
ment, when such is not the fact. 

(b) It is an unfair trade practice to represent. 
directly or indirectly through pictures, displays, 
advertising or otherwise, that the price of motor 
vehicles sold or offered for sale includes so-called 
“Standard Equipment’ only, when in fatt it 
includes such ‘‘Standard Equipment’’ plus op- 
tional or extra equipment at additional cost and 
such information is not disclosed. 

(c) It is an unfair trade practice to use any 
other form of representation which has the ca- 
pacity and tendency or effect of misleading or 
deceiving purchasers, prospective purchasers or 
the consuming public in respect to added equip- 
ment, accessories or items which are or are not 
to be included or charged for. 

(NOTE: The term ‘‘Standard Equipment” as 

used in this rule means the items of equip- 

ment as defined respectively in the catalogs 
of the various manufacturers of automobiles 
as their so-called standard equipment). 


RULE 6—MISLEADING ILLUSTRATIONS 
OF MOTOR VEHICLES: 

The practice of picturing, in advertisements, 
sales promotional literature or otherwise, a par- 
ticular model of motor vehicle and quoting in 
connection therewith the price of a less expen- 
sive model, or of a less expensively equipped 
vehicle, or quoting any price inapplicable to 
such model or car pictured, in such manner as 
to purport that the price so quoted is applicable 
to the automobile or model depicted, when such 
is not true in fact; or to use any such depic- 
tion or other depictions, or any such price quo- 
tations, in advertisements, catalogs, sales liter- 
ature or other media, in a manner which has 
the capacity and tendency or effect of misleading 
or deceiving purchasers, prospective purchasers or 
= consuming public, is an unfair trade prac- 

ce. ; 


RULE 7—MISREPRESENTATION OF 
PRICES AND TERMS AS “‘SPECIAL”’: 

It is an unfair trade practice to deceptively 
advertise or represent certain prices or terms as 
“Special” when they are in fact regular prices 
or regular terms. 


RULE 8—FICTITIOUS PRICE REDUCTIONS: 

Offering merchandise or products of the in- 
dustry for sale at prices purported to be reduced 
from what are in fact fictitious prices, or of- 
fering such merchandise or products for sale at 
any purported reduction in price when such re- 
duction is fictitious or is otherwise misleading 
or deceptive, is an unfair trade practice. 


RULE 9--RECEPTIVELY “PACKING” CASH 
DELIVERED PRICE OR ‘“‘PACKING” 
FINANCE CHARGES: 

(a) It is an unfair trade practice for any 
member of the industry, either individually or in 
agreement, combination, conspiracy or collusion 
with another person, firm or corporation, to en- 
gage in the practice known as ‘“‘packing the cash 
delivered price,’’ whereby fictitiously inflated 
amounts are deceptively included in the price 
charged purchasers, or whereby charges are as- 
sessed or included in the price paid or to be 
paid by the purchaser, for fictitious items or 
for services not rendered. 


(b) It is an unfair trade practice for any 
member of the industry, either individually or 
in agreement, combination, conspiracy or collusion 
with a finance company or other person, firm or 
corporation, to engage in the practice known as 
“finance charge packing’’ whereby fictitiously in- 
flated amounts are deceptively included in finance 
charges, or whereby charges are assessed or in- 
cluded in the finance charges, for fictitious items 
or for services not rendered. 


RULE 10—MISREPRESENTATION AS TO IN- 
SURANCE RATES AND COVERAGE, IN- 
TEREST RATES, ENDORSEMENTS OR TRANS- 
FERS ON INSTALLMENT CONTRACTS, ETC.: 

It is an unfair trade practice to make or 
publish or cause to be made or published, in 
connection with the sale or offering for sale of 
motor vehicles or other industry products, any 
false, misleading or deceptive statements or rep- 
resentations, through advertising or otherwise, 
concerning insurance rates and coverage, rates of 
interest or plans respecting methods of financing, 
finance charges, endorsements, repurchase agree- 
ments, or transfers of installment sales contracts; 
or concerning any other matter respecting finance 
charges, terms or conditions used or offered in 
the purchase, sale or distribution of such motor 
vehicles or products. 


RULE 11—DECEPTIVE CONCEALMENT 
IN BILLS OF SALE: 


(a) In the sale or distribution of motor vehicles 
to the ultimate purchasers or the consuming 
public, bills of sale, (customers’ invoices or 
sales slips) should be fully and nondeceptively 
itemized to show the several items for which 
charge is made or included in the price paid or 
to be paid by the purchaser, to the end that 
deceptive conceaJment, misunderstanding, mis- 
representation, and unfair practices in reference 
to the transaction may be avoided and pre- 
vented. And it is an unfair trade practice to 
conceal or to fail or refuse to disclose in such 
bills of sale (customers’ invoices or sales slips) 
any of the several items for which charge is 
made by the seller or is included in the price 
paid or to be paid by the purchaser, such con- 
cealment or nondisclosure having the capacity 
and tendency or effect of misleading or deceiv- 
ing purchasers, prospective purchasers or the con- 
suming public. 

(b) In the issuance by any member of the in- 
dustry of invoices, bills of sale, or other docu- 
ments passing from seller to purchaser, covering 
the purchase, sale or exchange of motor vehicles, 
parts or accessories, it is an unfair trade prac- 
tice to combine items, ‘‘pad’’ or increase charges 
against purchasers, or to withhold from or in- 
sert any statement or information, in said in- 
voices, bills of sale, or other documents, by 


(Continued on Page 18, Col. 1) 


labels or brands of competitors, | 
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“Modern Pioneers” Honored . . . 





AMONG THOSE HONORED at the “Modern Pioneers of Industry” banquet. 


last Thursday evening at Hotel Statler, Detroit, were these two leaders of the 


automotive industry, K. T. 


Keller, left 
William S. Knudsen, president of Genera 


i js nog of the Chrysler Corp., and 


otors. 





ALSO PRESENT as the National Assn. of Manufacturers paid tribute to 


*“‘Modern Pioneers’ were, left to right, Milton Tibbetts, 
Ss. tent office; K. 
» president of Fruehauf Trailer Co. 


ard; Conway P. Coe, of the U. 
Chrysler Corp., and Harvey Frueha 


atent counsel of Pack- 
- Keller, president of 





STAFF MEMBERS of the Automobile Manufacturers Assn., present at the 


“‘Modern Pioneer’”’ Sangeet. were 


manager, and Andrew 


. Court. At right are Mrs. Romney an 


headed by George Romney, left, Detroit 


Mrs. Court 





OTHER ATTENDEES included, left to right, Dan Eddins, 
outh: C. C. Carlton, of Motor Wheel, and Clarence Skinner, o 


and Equipment Manufacturers. 


resident of Plym- 
Automotive Parts 





LEFT TO RIGHT, S. W. Utley, 
of General Motors Corp.; K. T. 
Shakespeare jr., of Shakespeare Mfg. 


Wyoming Dealers Protest 
State Purchasing Policy 


CHEYENNE, Wyo.—tThe state 
board of supplies has adopted a 
policy of purchasing automobiles of 
“the type requested by state de- 
partments,” and that is the reason 
that Ford dealers of Wyoming 
were not notified when the board 
purchased 10 Chevrolet trucks for 
the state game and fish department 
recently, declared Secretary L. R. 
Brewer of the board, in answering 
complaints arising at a state meet- 
ing of Ford dealers in Casper ear- 
lier in the month. 

Ford dealers stated they had 
been given no chance to compete 


of Detroit Steel Castin 


Jo.; James Mckzo, 
Keller, president of Chrysler, and William 
Co. 


in the bidding, and the state offi- 
cial explained that under the new 
administration, when a department 
needs new motor vehicular equip- 
ment, the department specifies 
what kind of trucks it wants in- 
stead of the general weight and 
horsepower class. This innovation 
in state purchasing has caused a 
furore among Wyoming automobile 
and truck dealers. 





Plant Renovated 


CHARLOTTE, N. C.—Fifty thousand 
dollars is being spent on renovations at 
the branch plant of the Ford Motor 
Co. in suburbs of Charlotte. Manager 
J. J. Donnovan says the work will take 
about two more months. 


tor Industry 
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Chevrolet Sales 
In Feb. Exceed aia 
Jan. and 193 Q% reek 


DETROIT.—On the heels of a! 
month that topped all previo —_ 7 
Januarys but one in the history 1 au 
the company, sales of new Che go dun 
rolet passenger cars and trucks Natio 
during the first 10 days of Fel’ 









ruary gained 46.7 percent over t ate 
same period last year, William = t pr 
Holler, general sales manager, a - It 
nounced Thursday. _og~ 

A total of 25,085 new units we - w 
retailed by Chevrolet dealers du “Like 
ing the first 10-day period, as co greate 


pared with 17,100 new cars a 
trucks sold during the same peri 
last year. Likewise, sales thus f. 
this month show a substantial ga 


over last month, which was t h ae 
second-best January the compa eats n 
has ever known, second only * 
January, 1936. The sales total 

25,085 during the first 10 days Natura 
February is 13.7 percent above the, for 
22,067 sales made during the sam@ ri a 









period last month. 

Used car sales likewise continu 
strong, with a gain of 30 perce 
recorded over the first 10 days 
January, and an increase of 29 
percent over the initial period 
February last year. The 10-d 
total was 42,819 used cars a 


units sold during the comparab 
period last year, and 32,919 sal 
during the first 10 days last mont 


e s oe i 
Buick Deliveries |" 
lisund 


In Feb. Are 46% 
Above Year Ag 













FLINT.—Domestic retail d t de 
liveries of Buick motor cars wer®,, sing 
reported Friday by W. F. Hufe, not, 
stader, general sales manager, at attac’ 
5,749 units during the first 10 dayBygons | 
of February, compared with 3,91%, i939 | 


in the corresponding period las 


46.7 percent over the volume of ; 


year ago, and continued the hea aed 
ratio of improvement experience@y peoen 


by Buick since announcement 


the 1940 models last fall. Accordi jue 
to Hufstader, sales of 1940 Buick, legis! 
models to date total 113,208, againgi,.+ th 
80,242 last year. ‘aght ir 
He reported an improvement i 
used car sales with an increase if The s 
the rate of turnover of stock#h com 
Buick dealers in the United Stateiign a n 
retailed 11,693 used cars during th sub 
first 10 days of the month, he saidjfiig eo 


compared with 8,688 in the lik y man 


1939 period. : dd her 
centbseteeneenenernrmennememenmes d man 
Graham 3" 


(Continued from Page 1) 
etc. He knows that he has to pay 
the factory a certain price for th 
car and will get a certain discou 


on it. lave be 
“Those two fixed items ar@rason, 
standard and inflexible in the Grarhet th 
ham plan, too, but we are not go-) go h 
ing to go beyond them in attemptebe pro 
ing to influence the distributor ifkence 
the conduct of his business or ithe cur: 
pricing his cars in line with local 
conditions. There will be no policQUT t 
ing in the Graham picture, no face 
tory interference. The dealer willy y, 
be his own boss and have freedom, 1 1 
of action. No dealer is going to g@ith th. 
hog-wild under this policy unles8myp itt, 


Ve mu 
ct ths 

hi 
hws t 


he wants to go broke.” ® next 
; eee. aw up 
Timken Roller Bearing ‘the n 


Promotes Kuhl, Reeves a. “% 
CANTON, O.—Timken Rolleritted ; 
Bearing Co. has appointed M. H, ‘tion 
Kuhl assistant manager of the In+%e it | 
dustrial division, succeeding S. D,!l to a 
Partridge, who was made man- %ardle 
ager of the Industrial division a mer 
few weeks ago. ould si 
P. J. Reeves for 11 years with ‘8 ref 
Timken company, has been trans-~~ Pru 
ferred to the home office to engage . es 
in special sales work. Reeves’ € o! 
former position as manager of the “oe 
Los Angeles office is being filled ;© to 
by S. T. Salvage, promoted from ith A 
the company’s sales-engineering © er ¢ 
ranks. 
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‘¥ Dea ers toll me... 


By William C. Callahan 











BABLY during the current 

V3 Queck initial mailings will be 
on the referendum among 

of & gutomobile dealers on the 
-V10 on of federal legislation to 
KY Biol automobile retailing. The 
ruciegiendum is being conducted by 
rucK®, National Automobile Dealers 
"g. This is, perhaps, the most 

go. This is, perhaps, the most im- 
fant problem ever submitted to 
“gers. It is one that every dealer 
_wid declare himself on, regard- 
4 of which way he decides to 
Like all ballots of this type 
greatest bar to a full and fair 
n will be general apathy. In 
case, the question is larger 










S far merely that of seeking the 
a of a law; it is a question 
wn “whether you want government 
tion of business or don’t 
y it. 

al * * & 


° the Naturally, too, the ballot pro- 
sam@ied for your vote in this case 
‘ai have an important bearing 

on how you will vote. 
present plan is this: Copies 
the Patman-Horner Bill, which 
already been drawn, will be 
to you accompanied by two 
One brief will set forth 








e proponents’ viewpoint and 
33.1 other will set forth the op- 
rab mn viewpoint. Also there 
sal be a ballot upon which you 
ont indicate your choice. 

* *# * 
, “hance for 
4 jisunderstanding 
© ‘JERE, at once, there is chance 














‘1 for misunderstanding. I would 
Pommend that the simplest pro- 
‘ture in this case would be to 
Srmit dealers only a simple vote 
ha single question: Do you, or do 
=a not, favor the introduction of 
a8. attached bill in Congress? My 


219389 meeting in San Francisco, 
la resolution was adopted by the 


up a model contract covering 
tory-dealer relations. This con- 
act was to be submitted to the 
manufacturers and if no action 
“i been taken by Dec. 1, 1939, the 
tive committee was then (if 
its judgment it saw fit) to draw 
legislation which would bring 
rout the reforms, previously 
t in the model contract. 


compliance with the resolu- 
@ model contract was drawn 
Pad submitted to manufacturers. 
his contract was not adopted 
lik@y manufacturers. And let me 
‘Wd here that failure on the part 

¢ manufacturers to act favor- 
upon that contract should 

be construed as unwillingness 

« stubbornness on their part. 

Ye must not lose sight of the 
Pa¥iet that the contract as drawn 
th may have contained so many 
that its adoption would 

ave been impractical. For that 
_8r@rason, no dealer should let the 
Grasket that manufacturers failed 
80>» go hook, line and sinker for 
npt+be proposed NADA contract, in- 
r ifkence or prejudice his vote on 
oa he current bill. ss 


ount 


' * 
DlicgUT to continue. The contracts 
fac=) had been drawn and submitted 
willy no favorable action taken by 
done. 1, 1939. In further compliance 
» Sith the resolution, the executive 
lesSmmittee of NADA then moved to 
® next phase. It then decided to 
aw up legislation for submission 
‘the membership. This was done 
ith the aid of Congressman Pat- 
ves an. The completed bill was sub- 
leritted at the recent NADA con- 
H."tion in Washington. At that 
In+%e it was decided to submit the 
 Dyl to a referendum of*all dealers 
an- €ardless of whether or not they 
n a’ members of NADA. Thus it 
wuld seem to me that the vote in 
vith U8 referendum should concern it- 
ins- “f primarily with whether or not 
age * dealers want this particular 
ves’ *ce of legislation introduced in 
the gress. If they do, NADA will 
lled “ve to support it. If they don’t, 
om “DA will have to fight it. But in 
ing “her case the resolution at San 


; 





Francisco will have been carried 
out to the letter. 
* * 


For this reason, I repeat, the 
ballot should be simply yes or no. 
Any effort to connect modifica- 
tions of the present bill with the 
present referendum would only 
further muddy the waters and 
would extend the San Francisco 
resolution ad infinitum. A “yes” 
or “no” ballot would complete 
the San Francisco resolution 
cycle and clear the air for any 
future action. 


Informative Ballot 


N the other hand, if NADA 

would like further suggestions 
from dealers in regard to its fu- 
ture course, I can see no objection 
to accompanying the ballot on the 
Patman bill with a second ballot 
of a purely informative nature, 
which would provide a clue to 
dealer-thinking on many subjects. 
For instance, the mere fact that 
dealers voted against the Patman 
bill might not indicate that they 
oppose all types of federal legisla- 
tion. Or, vice versa, a vote against 
the Patman bill might not make it 
clear that the voter is opposed to 
all types of legislative control. 
Therefore, I think a second infor- 
mative ballot should be provided 
which would give the dealer an op- 
portunity more fully to express 
himself. This ballot could be car- 
ried through to more _ specific 
questions of close territory, tam- 
pering with speedometers, etc., 
and would be used primarily for 
the information it conveyed to 
NADA leaders without obligating 
that leadership to take immediate 
action. But the question of the fu- 
ture and the present question are 
separate breeds of cats and should 
in no way be confused. Our chief 
aim now should be to sound out 
the dealer attitude toward the 
Patman-Horner bill. 


Now as for the Patman bill it- 
self, may I urge that every dealer 
give this measure careful con- 
sideration before casting his 
vote? Please try not to be in- 
fluenced by immediate difficul- 
ties, either real or imagined. 
Endeavor to weigh its provisions 
in terms of its future effect, 
rather than hoped-for returns. 
Above all, we should avoid any 
action that may smack of cutting 
off our noses to spite our faces. 


Merchant or Marionette? 
ERSONALLY, I can see nothing 
to be gained for a dealer by re- 

sort to legislation to cure condi- 

tions within this industry that the 
dealer believes cause him difficulty 
or which actually do cause him dif- 
ficulty. To me, a dealer’s vote in 
this referendum represents his de- 
cision to remain a merchant or 
become a marionette. I can read 
nothing more or less into this bill 
than the offer of an option to jump 
from the frying pan of alleged fac- 
tory domination into the flames of 

FTC regulation. Now I hold no 

briefs for factories in this regard. 

They will not voluntarily consent 

to revisions in methods which 

they find to their advantage until 
it has been shown clearly that 
such revisions would be more ad- 
vantageous—or less disadvantag- 
eous to them than present methods. 

Fundamentally, I do not know 

that this attitude is out of line 

with sound business practice. I 

have never known any business to 

thrive on altruism. 
* oe ot 

Basically, the dealers’ strength 
lies in the fact that factories 
need dealers. Factories cannot 
exist and prosper without pros- 
perous dealers. Thus, self-preser- 
vation will demand revisions in 
any policies which are detri- 
mental to the dealer interest and 
thus indirectly detrimental to the 
factory interest. The proposed 

Patman bill would change all 

that. Under it, FTC would estab- 

lish rules and police automotive 
retailing. FTC can exist and 
flourish even if dealers drop off 
like flies. The solvency or in- 
(Continued on Page 10, Col. 5) 


Retail Sales Near 5 Billions 








ENTHUSIASM AND OPTIMISM was the keynote of the Northern California 


Willys dealer moomag 
Francisco, when M. Jd. 
tors 
vertising program. to r 
ager of Transport Motor Co., 


C. Codding, Pacific divisional manager of W 


tion; C. 
Distributors 
Davies, og Ee . R. L. ‘Gibson, assistant cashier of the Bank of 


Seated with Golden, center, are 


held last week at the Sir Francis Drake 

Golden, general sales 4 of Willys-Overland Mo- 

addressed the gathering. Golden outlined the 

Fett ht, standing, are Luther 

orthern California re distributing organiza- 
y 


Hotel in San 


actory’s 1940 sales and ad- 
ohnson, general man- 
s-Overland, and E. J. 
Inc., Southern California distributor. 


America, and A. F. Sodini of the same financial institution. 


Hudson Launches Program 


For Heavy Spring Sales 


DETROIT.—In preparation for 
one of the most aggressive spring 
merchandising programs ever un- 
dertaken by the company, Hudson 
officials left Detroit last week for 
a nationwide series of meetings to 
be conducted for distributor groups 
in New York, Chicago, Detroit, Los 
Angeles, New Orleans, Atlanta, 
Kansas City, Indianapolis, Denver, 


Outlook for Willys 
Is Bright, Golden 
Tells Calif. Dealers 


SAN FRANCISCO.—Painting an 
optimistic picture of the 1940 busi- 
ness outlook for Willys, M. J. 
Golden, general sales manager of 
Willys-Overland Motors, Inc., was 
the principal speaker at a North- 
ern California Willys dealer meet- 
ing here last week. 

Others who addressed the gath- 
ering, in addition to Bob Butler, 
who acted as toastmaster, were 
Luther Johnson, general manager 
of the Transport Motor Co., re- 
cently appointed Northern Cali- 
fornia Willys distributor; C. C. 
Codding, Pacific Coast divisional 
manager of Willys-Overland Mo- 
tors, and E. J. Davies, president of 
Willys Distributors, Inc., Southern 
California distributor for the line. 

Highlight of the meeting was the 
order for a trainload of 1940 mod- 
els placed with Golden by Johnson, 
who explained he wanted the cars 
for anticipated spring and early 
summer business from buyers in 
California’s 48 northern counties. 

“Today we have 4,500 persons 
employed at the factory,” Golden 
said. “In the last four and a half 
months we have shipped more cars 
than we did in the previous 12- 
month period.” 


Hudson Boosts 
Output to Meet 


Heavy Demand 


DETROIT.—Production lines of 
the Hudson Motor Car Co.’s plants 
here were boosted to a full five-day 
week basis this week in response to 
a pre-spring demand said by offi- 
cials to be the most active since 
1937. 

Pratt revealed that to date the 
Hudson factory had shipped over 
9,000 more new cars in the United 
States than were shipped through 
the entire 1939 season, and that 
through January there were over 
2% times as many new Hudson 
cars in the hands of owners than 
there were at the same time last 
year. 

A total of 736 new dealers have 
joined the organization since the 
introduction of the 1940 models, 


Pratt reported. 


Salt Lake City, Phoenix, Portland, 
Seattle, Billings and San Francisco. 

Agenda for the meetings, accord- 
ing to W. A. James, advertising 
and merchandising manager, in- 
clude complete plans for a spring 
merchandising program which will 
be spearheaded by a heavy news- 
paper advertising campaign. 

“While we may be ahead of the 
calendar and most of the other 
accepted season indications,” James 
declared, “we believe the attitude 
of the buying public this year war- 
rants an early spring showing and 
an early start on our spring mer- 
chandising activities.” 


Meetings in New Orleans, Kan- 
sas City, Chicago and Indianapolis 
will be conducted by George H. 
Pratt, general sales manager, and 
C. G. Beeching, Midwest sales man- 
ager. 

Meetings in Detroit, New York 
and Atlanta will be in charge of 
James and H. F. Byrne, Eastern 
sales manager, and Pacific Coast 
meetings will be handled by H. P. 
Grove, Pacific Coast sales manager. 


Studebaker Sales Show 
Big Gain in . Canada 

WALKERVILLE, Ont.—Sales of 
Studebaker passenger cars and 
trucks made big gains in January, 
according to M. S. Brooks,. presi- 
dent of the Studebaker Corp. of 
Canada, Ltd. 

“In January,” said Brooks, “we 
shipped 473 percent more units to 
our distributors and dealers than 
in the same month of 1939. It was 
the best January in our entire his- 
tory by more than 50 percent. We 
started February with 241 percent 
more orders on hand than on Feb. 
1 last year and there is every in- 
dication that this month will be 
another bumper one.” 





DODGE DEALERS honor Frank J. Timmens, 


of Dodge, 


floral horseshoe wit 
of 


to right, are Lou Miller, 
and George A. 


who conducted a meeting in San Francisco last 
ers of this poeetiary. When Timmens walked into his hotel room he 
its ribboned greetin 

Timmens and his dealer organization 
a present from Dodge dealers of the San Francisco district. 
left district manager; C. 8S. 
Orphal, assistant director of Dodge truck 


Automotive Group 
Shows 28% Gain 
In 1939 Over 1938 


By William Ullman 
Staff Correspondent 

WASHINGTON. — Estimated to- 
tal retail sales by the automotive 
and associated industries increased 
more during 1939 as compared 
with 1938 than sales in any other 
business group, it was revealed 
last week in an analysis made by 
the U. S. department of commerce. 

Increase in the automotive field 
was 28 percent. Estimated 1939 
automotive retail sales totaled $4,- 
990,000,000 against $3,900,000,000 for 
1938. 

Interestingly, the smallest in- 
crease in the business group 
classifications listed was shown by 
filling stations, estimated total. re- 
tail sales of which increased from 
$2,404,000,000 in 1938 to $2,428,000,- 
000 in 1939, a gain of 1 percent. 

Secretary Harry L. Hopkins esti- 
mated that total retail sales in the 
United States were about $38,000,- 
000,000 for the calendar year 1939, 
a gain of $2,500,000,000 or 7 percent 
over the 1938 volume. Since retail 
prices averaged about the same in 
1939 as in 1938, the change in the 
dollar sales represents a compar- 
able increase in the quantity of 
goods sold at retail. 

“The 1939 figure of $37,950,000,000 
indicates a recovery of about three- 
fifths of the reduction in dollar 
volume from 1937 to 1938,” Hop- 
kins pointed out. “Estimated sales 
had dropped from $39,930,000,000 in 
1937 to $35,425,000,000 for 1938. Ag- 
gregate dollar sales in 1939 were 
about $2,000,000,000 less than in 
1937. The smaller sales of the auto- 
motive group accounted for $1,- 
000,000,000 of this total reduction. 
In accounting for the remaining 
$1,000,000,000 reduction, the lower 
prices prevailing in 1939 were im- 
portant factors. The quantity of 
food and general merchandise sales 
wes i undoubtedly as large as in 

Analysis shows that the _ re- 
cession in sales, which began in 
the fall of 1937, continued to the 
middle of 1938, when the decline 
was reversed. The latter half of 
1938 was a period of rising sales. 
For the first half of 1939 retail 
trade held around the improved 
position attained by the end of 
1938. With increased employment 
and payrolls and higher industrial 
production after August, 1939, con- 
sumer purchasing expanded con- 
siderably. 

Sales in the fourth quarter of 
1939 were much higher, after al- 
lowance for seasonal influences, 
than in the preceding three quar- 
ters of the year. However, the 
margin of gain over the 1938 com- 
parable period dropped to 6% per- 
cent from 8% percent in the second 
and third quarters. This was a re- 
flection of the sharp rise experi- 
enced in the final quarter of 1938, 
which was larger relatively than 
the substantial gain realized in the 
final quarter of 1939. 

In connection with the sales of 
filling stations, the department 
noted that their dollar sales, 
despite record gasoline consump- 
tion, were estimated (as _ stated 


above) to be only slightly above 
1938. 
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FTC Proposes 


(Continued from Page 1) 


concert of action or scheme between two or more members 
of the industry, or of any organization or group of persons 
or concerns, (a) to fix, depress or control the prices which 
any member of the industry may allow or pay for used mo- 
tor vehicles, or to fix, maintain, enhance or control the prices 
at which any member of the industry may sell motor ve- 
hicles new or used; or, (b) to otherwise suppress compe- 
tition, restrain trade, or create monopoly.” 


This article, in our estimation, would deprive dealers of 
any concerted action to control or eliminate over-allowances 
on used cars and, so long as used car values are chaotic, sta- 
bilization of the new car _ would be more or less inef- 
fective. This article would become mandatory under the 
ay gee code and the fact that FTC re-instated it after it 

been voted down by dealers in 1938, leaves little hope 
that it will be removed or modified at the Mar. 20 hearing. 


As we have pointed out before and will continue to point 
out in the future, the boons which any group hopes to obtain 
through appeal to government agencies for help are likely 
to be offset by penalties which it will have to pay in order 
to receive them. In this case we cannot blame FTC. The 
request for assistance came from dealers laboring under 
the impression that FTC could be drawn into the fold to 
whip manufacturers into line, while the dealers would be 
permitted to continue their merry way without restraint. 

True, manufacturers will be placed under restraints by 
this same FTC code, but the restraints placed upon them 
will be accompanied by the restraints placed upon the dealer 
from another source—in this case FTC. In addition, the 
dealers have placed their profession in the category of one 
which deserves to be looked into rather than looked up to. 


When is a Chain a Chain? 


ITTING in the case of Ford Motor Co. vs. the State of Colo- 
rado, in the much-mooted chain store tax suit, District 
Judge Harry A. Hicks found unequivocally that the auto- 
mobile dealer is in no sense a part of a chain store operation, 
despite any similarity between the contracts of recog- 
nized chains and their outlets and the contracts between car 
companies and their dealers. The decision is subject to ap- 
peal by the state. 

The Ford case grew out of the recent decision in the. 
Gamble Skogmo suit in which the court held that its outlets 
were chain store operations and were subject to tax as such 
in spite of the fact that the defendant claimed they were in- 
dependents. Much stress was placed, in this decision, upon 
the verbiage of contractual relations between the parent 
company and its outlets. As a result of the similarity be- 
tween these contracts and those of automobile dealers and 
factories, the state moved at once to collect taxes from 
manufacturers. 

Judge Hicks placed less stress upon the contractual re- 
lations and more upon the actual conditions which existed. 
He pointed out that more than half of the Ford dealers 
failed to meet annual quotas while others exceeded them. He 
pointed out that car manufacturers did not participate di- 
rectly in the profits of the dealerships, and that a dealer 


could voluntarily cancel his contract with a car maker and 
accept representation for a competitive maker while at the 


same place of business. 


“—@a woed in 


By GEORGE M. SLOCUM 





SPRING STYLES From the time 
INHATS AND the horseless 
CARS! carriage ceased 
to be patterned 
after a surrey crossed with a 
threshing engine, everyone who 
had anything to do with selling 
them has been conscious of the 
“woman’s influence’ in the pur- 
chase of an automobile. Countless 
surveys have been made by the 
women’s magazines and others in- 
terested which proved without any 
possible argument that the dealers 
and their salesmen counted just as 
much on the favorable opinion of 
Mrs. John Q. Public as they did on 
that of her husband. 


The great impulse toward sales 
in every line from household fur- 
nishings to lingerie and outward 
wearing apparel came from the 
feminine demand for “keeping up 
with the latest style.” The design- 
ers of motor vehicles learned their 
lesson early and with each new 
year has come a crop of cars 
styled to a more modern trend both 
in exterior appearance and interior 
luxury and trim. 

* * * 

It took a man from California, 
as might be expected, to approach 
the automobile industry with an 
idea which may revolutionize the 
attitude of the dealer and the 
manufacturer to the importance of 
the woman in the sale and cer- 
tainly will tie up style in the pur- 
chase of an automobile as it does 
smart togs for the Easter parade. 
E. A. (Bud) Schirmer, Detroit 
manager of the Crowell-Collier 
Publishing Co. had the idea and 
presented it to Gertrude B. Lane, 
editor of Woman’s Home Com- 
panion which reaches upwards of 
3,400,000 homes in this country 
every month. 


It was Schirmer’s basic idea that 
the styling of the new automobiles 
was as important to the American 
woman as the style of her house, 
her dress and her hat. After all, 
she spends a large part of her busy 
days taking the children to school, 
doing the marketing, driving to 
the country club or to her after- 
noon bridge. Every minute she is 
riding or driving she is as con- 
scious of the style of her car as 
she would be of her finery. There- 
fore what could be more im- 
portant than to make the women 
of America keenly style conscious 
of the cars they want to own? 


Miss Lane immediately sensed 
the value of this plan to further 
serve her millions of readers so 
she and her associate editors de- 
veloped the embryonic idea. In the 
April issue of the Companion you 
will see how the editors use auto- 
mobiles as background locale for 
the presentation of women’s spring 
styles. The industry will be given 
an opportunity to see with what 
thoroughness women editors who 
talk to women can put over their 
message in an indirect way which 
after all is “the tops” in good sell- 
ing. The keystone of the editorial 
treatment will be three pages in 
four colors of photographs taken 
at the LaGorce Golf Club in Miami 
Beach which combine the latest 
models of all leading American 
passenger cars with attractive fe- 
male models in the latest spring 
styles in hats, dresses and foot- 
wear. 

x= * * 

A great many problems had to 
be surmounted in order to get this 
picture. With only 48 hours before 
dead-line date for the picture and 
plates Crowell found it necessary 
to fly a private plane with Victor 
Keppler, famed color photographer 


See photo on page 20 


of New York, the art director of 
the Woman’s Home Companion, a 
fashion editor and trunks of la- 
dies’ fineries, to the only spot 
where the United States Weather 
Bureau reported ideal conditions 
for a color Kodochrome picture. 
That happened to be Miami Beach. 
* * * 


Not only are the new spring 
styles shown in this picture but in 
the same issue will appear eight 


four-color pages of spring patterns 
(Continued on Page 20, Col. 4) 
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All Eggs Look Good on the Outside 


In This Corner— 


‘Larger Overhead ... .’ 


The vi exp: 


ows ressed in this 
Anonymous contributions will not be 
be observed upon request. 





Operating Costs 

I was reading in William C. 
Callahan’s column “Dealers Tell 
Me” of Feb. 12, in which the state- 
ment is made that at present the 
best estimates place the dealer’s 
actual operating costs at 16 per- 
cent of net sales. 

If I-remember correctly, when I 
happened to be president of the 
National Automobile Dealers Assn. 
and Mr. Vane was our manager, 
the NADA, I believe, secured the 
service of Ed. Payton. We had a 
cross-section of dealer operations 
throughout the country of all 
makes of cars, and I am quite sure 
that this checkup showed a much 
larger overhead, and that was at a 
time when rents and other oper- 
ating expenses were less than they 
are today. I think it would be in- 
teresting if you could get in touch 
with Vane, or, possibly this report 
is still in the files of the NADA. 
However, I am not sure whether 
Payton made this survey or not, 
but I think he did. 

I must take this opportunity of 
commenting upon my old friend 
Smith of Atlanta, whose article is 
on the same page of AUTOMOTIVE 
News. I fully believe that he ex- 
pressed the sentiments of the old- 
time large operators that have 
made a fairly decent success of 
this business. 

Sorry I did not get to Washing- 
ton, but I was laid up for a couple 
of weeks with the flu, but as usual 
I guess there wasn’t any very con- 
structive thinking being done. It 
seems to be the case with most 
conventions, except to find out a 
way to give some more politicians 
jobs or some associations secre- 
taries, who feel we must have more 
legislation for this business to 
make a profit—Frank J. Edwards, 
president, Edwards Motor Co., Mil- 
waukee. 


Stocks Up 


New car stocks in this area at 
the present time are large and suf- 
ficient to take care of any antici- 
pated demand for the present. 
Manufacturers have been running 
full steam ahead, and the slight 
recession in business in January, 


celumn are those of 


our readers. 
accepted but confidence will 


on account of the unusually bad 
weather conditions, has caused an 
unusually large accumulation of 
stock for this season of the year. 

Used car stocks are about nor- 
mal, but in excess of what we 
should normally carry. All dealers 
are having to wholesale entirely 
too many used cars at a loss of the 
gross profit in order to satisfy the 
manufacturers in their tremendous 
sales projections at this time. 
However, every dealer seems to 
have had an unusually good Jan- 
uary and we anticipate good busi- 
ness in the spring..——Fred O’Ban- 
non, sales manager, England Motor 
Co., Greenville, Miss. 


Used Cars 


Used car stocks in this area are 
at least 20 percent above the num- 
ber this time last year. Sales in the 
territory and also in Denver have 
been extremely slow during the 
past month, due to very bad 
weather conditions and also, I be- 
lieve, from the fact that there was 
a considerable upturn in new and 
used car sales during the last part 
of 1939.—Tom Botterill, Denver. 


| Coming Events | 


FEBRUARY 
25-27—Fort Worth, Tex. Annual Spring 
automobile show. 


H 
4- 8&—Detroit (Statler Hotel). Ameri- 
can Society for Testing Materials 
conclave. 
5- 8—Enid, Okla. Automobile Show. 
14-15—Washington. SAE National Aero- 
nautic meeting. (Washington Ho- 


tel). 

28-29—Pittsburgh. SAE National Trans- 
portation and Maintenance meet- 
ng (Mellon ae- 


.8-12—Cincinnati. American Chemical 
Society meeting. 


. MA 

18-25—Tulsa, Okla. International Pe- 
troleum Brpontion and Congress. 

9-14—White Sulphur Springs. W. Va. 
| wd ; ommer meeting (Greenbrier 

otel). 

17-18—Pittsburgh (Wm. Penn Hotel). 
Pennsylvania Automotive Assn. an- 
nual conclave. 

24-28—Atlantic City, N. J. (Chalfonte- 
Haddon Hall). American Society 
for Testing Materials, 43rd annual 
meeting. 


OCTOBER 
12-19—New York (Grand Central Pal- 
ace). National Automobile Show. 
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HE FINAL and official registration reports for 
1939 are in—and once more Chevrolet leads all 


bad thers in sales. By decision of the great motor-wise 
‘of tar-buying public, Chevrolet’s first again—for the 

nor eighth time in the last nine years—with a lead of 

lers 157,413 cars and trucks. 

rely 

the Chevrolet’s repeated lead, year after year, is the 


me. public’s confirmation of one of Chevrolet’s chief 


an. Claims for its preference—that Chevrolet gives the 


Asi- 
~ greatest value. 
tor 


In short, Chevrolet has won and held the whole- 
- hearted support of the motoring public by building 


i, & better product. And the people prefer Chevrolet 


ve... that’s why it isa common saying in the Chevro- 


ad let dealer organization that ‘“‘when you have the 


e- 


*; Chevrolet franchise you have friends.” 


rt 
One other great factor in Chevrolet’s continued 


| leadership is that Chevrolet dealer organization 
itself, for leadership in sales can be won and held 
% only through leadership in selling. 


a : 
is CHEVROLET MOTOR DIVISION, General Motors Sales Corporation, 


DETROIT, MICHIGAN 


O- 
O- 


B- 
t- 


al 


: WHEN YOU HAVE THE CHEVROLET 
FRANCHISE YOU HAVE FRIENDS 
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Johnson Cites Perils of Govt. Control of Business) 


General Explains Differences 


Of NRA and New Patman Bill 


Eprror’s Note: Speaking before 
a meeting of the Cleveland 
Automotive Trades Assn. on Feb. 
6, General Hugh 8. Johnson, 
former administrator of NRA, 
compared the proposed legisla- 
tion fostered by a group within 
the National Automobile Dealers 
Assn. and the former code legis- 
lation. At this time we feel that 
this comparison is highly im- 
portant since many dealers who 
favored NRA may assume that 
the current legislative proposal 
would revive that now defunct 
law. As “Old Iron Pants” pointed 
out in Cleveland, NRA was per- 
missive legislation under which, 
presumably, industries could turn 
to self-regulation. The present 
proposal is just the antithesis of 
NRA, in that regulation would 
come directly from a government 
agency, and the rules themselves 
would be promulgated by the 
regulators rather than by the 
regulated. 

Gen. Johnson’s Cleveland ad- 
dress is presented herewith in 
full text, for whatever value it 
may prove to dealers in deciding 
.a future course: 


By Gen. Hugh S. Johnson 


CLEVELAND.—It is a pleasure 
to foregather with this group. Our 
last party was under the Blue 
Eagle. Maybe that should make 
me afraid to come back. But it 
doesn’t. We had some- arguments 
that made a lot of noise. People 
thought we were fighting. But we 
produced a result until a_ sick 
chicken pecked it to pieces. 

That noise and result we made 
were like the disreputable old Tom 
Cat in Noah’s Ark. For lack of 
room, Noah didn’t want any in- 
creases in animal families during 
the flood. There was a rule against 
it. But, when the ark came down 
and the passengers disembarked, a 
litter of new kittens followed Mr. 
and Mrs. Cat down the gang-plank. 
The moth-eaten old Tom Cat. just 
winked at Noah as he passed and 


Cadillac-LaSalle 
To Revive Old 
Service League 


DETROIT.—More than 2,300 ap- 
plications have been received for 
enrollment in the Cadillac Certified 
Craftsman’s League, according to 
W. A. Houser, general parts and 
service manager for Cadillac-La- 
Salle. Houser’s statement follows 
by a few days a bulletin to the 
field in which plans to revive the 
honorary Cadillac service order 
were disclosed for the first time. 

While the league will follow the 
old organization in general pat- 
tern, several revisions have been 
made to adapt the program to 
modern marketing needs. 

Bi-monthly examinations will be 
mailed to all members, Houser 
said, based on information released 
in Cadillac-LaSalle service publica- 
tions, shop manuals and service 
letters. To obtain a diploma and 
pin, which signifies a year’s suc- 
cessful completion of the quiz, a 
member is required to maintain an 
average of 85 percent or better in 
the tests. 








said: “And you thought we were 
fighting.” 

We never really fought in NRA. 
I don’t know how all of you liked 
the retail code. But I know one 
thing. Most of you got into the 
black for the first time in a long 
while and the used car racket 
wasn’t so deadly. 


A good many industries would 
like to have NRA back again. I 
wouldn’t. Like Mr. Hoover’s pro- 
hibition, it was an experiment 
“noble in motive.” But I knew how 
it was going to turn out when I 
took the job and said publicly: “It 
is just like mounting the guillotine 
on a bet that the axe won’t work— 
all red-fire and sky rockets in the 
a and all dead cats at the 
end. 


Must Modify Acts 

I knew that because I had been 
there before in the war industrial 
effort. You can’t make a thing like 
that work if you are not willing to 
modify the principle of the anti- 
trust acts—as they have been 
modified in every other country. 

Our acts say that any combina- 
tion in restraint of trade is illegal. 
That is absurd. There isn’t a con- 
tract in commerce that isn’t in 

me measure in restraint of trade. 
All other governments say: “Any 
combination in restraint of trade— 
and not in the public interest—is 
illegal.” 


The reason I knew that NRA 
wouldn’t work for long was that 
NRA was an expression of the 
second idea. Its basic principle was 
self-government of industry to 
encourage honest and _ healthful 
competition but to discourage dis- 
honest and murderous competition 
not in the public interest—but 
against it. 


; I knew that, although it believed 
in this second idea, this Admin- 
istration for political reasons was 
unwilling to fight for it. On June 
16 the President said: 


“This act is a challenge to in- 
dustry which has so long insisted 
that, if given the right to act in 
unison, it could do much for the 
general good which has hitherto 
been unlawful. From today, it has 
that right * * *. If we ask our 
trade groups to do that which ex- 
poses their business, as never be- 
fore, to members who are unwill- 
ing to do their parts, we must 
guard those who play the game for 
the benefit of the general good 
against those who may seek self- 
ish gains from the unselfishness of 
others. We must guard them from 
the racketeers who invite organi- 
zations of both employers and 
workers.” 


Trying Mixing Job 

That was his acceptance of the 
principle I have stated. But be- 
fore that, it had become perfectly 
clear to me that no attempt would 
be made to curb the anti-business 
attacks of the Federal Trade Com- 
mission—the attacks of all those 
who believe that savage, wolfish 
and unrestrained competition is the 
sole answer to our problem. This 
Administration was trying to mix 
oil and water, to bell the cat to 
razor the grindstone. It was work- 
ing both sides of the street. It 
couldn’t choose between NRA and 
the Federal Trade Commsision— 
between’ self-government in in- 





IT WAS LIKE old home week when G. L. Maschmeyer walked through the 


South Bend Studebaker motor plant recently. ‘‘Mac,’’ as 


he was known when 


he worked with the boys on the line some 18 years ago, came to South Bend 
to take the Studebaker sales training course for wholesale representatives. Dur- 


ing the trip through the 


had worke 


88 
sistant motor assembly foreman. 


lant Mac was hailed b 

on, Se | -o. nae - right: 
: eitzer setter; Maschmeyer s 

— trea Mulrine, who is now motor assembly foreman, and Mark Kelly, as- 


dozens of ‘‘old-timers’”’ who 
eorge Misener, motor inspec- 
g hands with his old 
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HARRY J. KLINGLER, general manager of ee fee here laying 


paign commit 


dustry and bureaucratic regimen- 
tation of industry. 

Why, knowing all this, did I go 
on at all? Because it was a great 
emergency. Because the only al- 
ternative plan was a federal dic- 
tatorship of American industry— 
earnestly urged by the president 
of the U. S. chamber of commerce 
and many others in industry. Be- 
cause I so earnestly believed in the 
principle of industrial self-govern- 
ment rather than any Fascist cor- 
porative state that I hoped 
(against hope itself) that results 
might prove that point. Finally, 
because our blighted economy so 
desperately needed some demon- 
stration that it wasn’t licked—that 
on its own strength, it could do 
something to break the long con- 
tinuity of defeatism and despair. 
That NRA did. Nobody can ever 
take away from it credit for the 
life that it helped to put back into 
the American determination to 
lick all enemies and overcome all 
obstacles. 

Cites NRA’s Gains 

In its first two months it re- 
employed nearly 3,000,000 men and 
added almost $3,000,000,000 to 
American payrolls. 

I am not here to defend NRA. I 
mention this history only to il- 
lustrate a point that I want to 
make with you. It has been said 
that NRA was itself governmental 
regimentation. Please remember 
that there was not a single code 
that its particular industry did not 
request. Several industries had no 
codes. There was not a single code 
that the overwhelming majority of 
its industry didn’t agree to. There 
was not a single code that did not 
put its administration in the hands 
of a code committee of its own 
choosing and not in government. 

That was industrial self-govern- 
ment—industrial democracy in ac- 
cord with the prime American in- 
stitution of majority rule for the 
common good that applied policing 
only of the 10 percent chiseling 
fringe which unfortunately seems 
to exist in every political or 
economic group in our country. 

I repeat that I mention these 
things—not to defend NRA, which 
is a dead cock in the pit, but to 
contrast the principles of NRA 
with the principles of a proposal 
that is now agitating and dividing 
your industry. I refer of course to 
the bill which Rep. Patman pro- 
poses to introduce under the title 
of “The Motor Vehicle Industry 
Act of 1940.” On this you are di- 
vided—have decided to conduct a 
referendum. 

Principle Is Involved 

I don’t know why I should be 
sticking my neck out into a dif- 
ference of opinion in an industry 
with which I am no longer con- 
nected and in which I have no 
personal interest. People who in- 
terfere in family quarrels are 
likely to go home with bruises from 
both sides. Yet you didn’t ask me 
to come out here just to tickle 
your chins. I have been asked to 
discuss this subject and must say 
what I think—whether you like it 
or not. 

There is a vital pririciple in- 
volved here that is much broader 
than this or any other single in- 
dustry. It is a principle that strikes 
straight at the heart of our capi- 
talist or profits system which is 
now under fire on many fronts. 
One of the issues of the war in 
Europe is the survival of that sys- 
tem of individual effort and the 
maximum of freedom from political 
interference consistent with the 
public good. , 

In the totalitarian states there is 


lans at the first meeting o 
», of which he is chairman. Left to right are C. H. Hutchins, 
- Patterson, Klingler, and Roger Emmert, of GM Truck. 


the Pontiac mmunity Chest cam- 





no such freedom. Under Fascism, 
Naziism and Communism, govern- 
ment not only polices but runs 
business. Industry, as we know it, 
is with them a barely tolerated in- 
stitution, like gambling or the 
liquor industry with us. 

This bill proposes to close the 
use of the mails and of our na- 
tional transportation system to 
any shipments by motor manufac- 
turers unless the sale of their 
products is in pursuance of a con- 
tract in compliance with certain 
sections of this bill. These sections 
require a dealer contract of not 
less than five years. They provide 
that, if the contract contains any 
agreements by the dealer to com- 
ply with any manufacturer’s poli- 
cies or the dealer’s own engage- 
ments as to display, investment or 
sales force, then if, for just cause 
or otherwise, the contract shall 
terminate, the manufacturer must 
buy out the dealer, lock, stock and 
barrel. What are you seeking—a 
rule to require manufacturers to 
enter the field of retail distribu- 
tion? That is exactly what this bill 
encourages. 

Many other details of the con- 
tractual relations between the 
manufacturer and dealer are cov- 
ered in the bill. In addition to the 
penalty of prohibition of the use 
of the U. S. mails and transporta- 
tion, violation of these provisions 
is made a criminal offense. 


Put in Broad Terms 

The administration of this act is 
put in the broadest terms in the 
discretion of the Federal Trade 
Commission. It is to have authority 
to prescribe such rules and regula- 
tions as it deems necessary to carry 
out the provisions of the bill under 
a stated policy—“to restrict the 
channels of interstate commerce in 
the motor vehicle industry to those 
manufacturers or distributors of 
motor vehicles who deal fairly with 
their dealers and the general pub- 
lic.” How would you like to have 
your business paralyzed if some 
federal bureau should decide that 
you were not dealing fairly with 
your customers or the public? 

As part of this administration, 
there is to be a co-ordinator who 
must have been a retail dealer for 
at least three years. He is to 
recommend the rules and regula- 
tions and receive complaints of un- 
fair trade practice to be reported 
to the commission. Presumably the 
author of this bill wanted to put a 
champion of one side of a contro- 
versy in federal command of both 
sides. Generally good government 
seeks impartiality. This provision 
is vicious. 

Now nobody knows better than 
I some of the strong-arm methods 
used by some manufacturers on 
some automobile dealers. I was 
once in this industry myself and 
I again saw it all pass in review in 
NRA. To the extent that there are 








N. Y. Dealers Set 
March 9 to 16 for 
Open House Week 


NEW YORK.—Preparations are 
progressing for a “Spring Open 
House” sales promotion program, 
to be sponsored by the Automobile 
Merchants Assn. of New York to 
give impetus to the regular sprin 
selling season. It has been decide 
to conduct the event Mar. 9-16, and 
longer if deemed advisable. 


Program is being arranged with 
approval of the association’s board 
of directors, which felt that while 
the fall show and new model ine 
troductions gave an initial moe 
mentum to the selling year, the 
spring season would get off to a 
better start if an additional stimu- 
lus could be provided. 


During the special week spring 
models and colors will be featured 
and showrooms appropriately deco- 
rated to attract the buying public. 
It is pointed out that a similar 
idea introduced in Boston some 
years ago in the fall, in lieu of a 
show, proved very successful and 
is now an annual fixture in that 
city. 

F. L. Yarrington is chairman of 
the local “Spring Open House” 
committee, assisted by W. H. Cas- 
well, W. L. Colt, L. J. Eastman, C. 
E. Holzkamp, E. P. Mauder and 
W. D. Stewart. 





actually oppressive or even unfair 
practices, they can be corrected by 
& proper penal statute clearly de- 
fining them and leaving it to the 
courts to punish them. That is a 
very different principle from re- 
quiring by law what traders must 
agree to do, putting it up to a 
bureaucracy to see that they do it 
fairly and sentence them to eco- 
nomic death by forbidding them 
transportation if the bureau so de- 
crees. 


These are contractual relations. 
No court ever condemned any of 
you to engage in the retail auto- 


If 


On 
sati 


mobile business. You wouldn’t be= §Ué 


in it if you didn’t think it is a 
profitable and promising way of 
life. When for one reason or an- 
other you have not been able to 
negotiate the kind of contract you 
like, it is surrendering too much of 
American freedom to ask the 
government to set up a Comrade 
Commissar to say what shall and 
shall not be contained in freelv 
negotiated contracts. 


Whose Business? 

What business has the govern- 
ment to say for what term of years 
a contract shall be negotiated—or, 
under prohibitive consequences, that 
a manufacturer shall not ask a 
dealer to promise to maintain a cer- 
tain financial status as a condition 
of his franchise—or that the dealer 
shall not agree to comply with cer- 
tain standards in display rooms 
and the maintenance of a certain 
sales force? If those things are a 
function of government there is no 
liberty of contract that cannot be 
taken away by a political majority. 

This statute does not speak in 
definite terms. In practice it per- 
mits the Federal Trade Commis- 
sion to run the business of dis- 
tributing automobiles. It does that 
in so broad a way that the com- 
mission could become czar of this 
great field of American business, 
positively as well as negatively. 

There is not a greater business- 
baiting ogpu in Washington than 

(Continued on Page 14, Col. 1) 
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TOPPED ITS '39 MODEL SALES AND NOW HAS A 
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GUARANTEE | 


An amazing new policy ... Joseph W. Frazer, President of 
Willys-Overland Mofors, Inc., announces a new guarantee of 
100,000 miles, or three full years—on 1940 Willys passenger 
and commercial cars—a powerful story that cinches the deal! 





Only a record of hundreds of thousands of miles of truly sen- 
sational performance by the New Willys has made this unusual 
guarantee possible. 

It makes official what every new Willys owner—every Willys 
dealer—knows: THE NEW WILLYS HAS LASTING STRENGTH 
AND DEPENDABILITY. 

And now, in addition to this guarantee, ONLY WILLYS gives 
all these important advantages: 


OVER THIRTY MILES TO THE GALLON in the Gilmore-Yosemite 
© Run. The 1940 Willys averaged 30.05 miles per gallon. 


LOWEST PRICES OF ANY FULL-SIZE CAR. Willys, in most states, 
® is priced from $100 to $170 Jower than the same models of 
other popular cars, yet allows a full-size dealer profit. 


3 SAVES UP TO 50% ON OPERATING COSTS. Including gas, oil 
© and tires, Willys runs for as low as a cent a mile. 


4 EVERY IMPORTANT EXPENSIVE CAR FEATURE: Hydraulic brakes, 

® all-steel body, airplane-type shock absorbers, steering-post 
gearshift*, safety glass all-around, etc. 

* Standard on De Luxe models. 


@ For complete details 
on this amazing Willys 
100,000 mile guarantee 
and information on how 






















to become a —— 
President, Willys-Over- r, president of Willys-Overland 
land Motors, Inc., Toledo. ye Motors, Inc., ‘Toledo, Ohio, says, “Sales of th 
wa u : + . e Sigs ie # p Z Bis: 
..Four-Door Speedway _ 40 model since its introduction, are more tha. 
regap $560 “All prices =the entire '39 production. Wide-awake dealers 
Federal, State and local are finding the 100,000. mile guarantee a 
taxes (if any) and trans- oe ° oes 
portation extra. powerful sales argument. If you would like to 





iit make money with Willys, write me now.” 


if THE GREAT NEW WILLYS 


AMERICAS NO.1 FULL-SIZE ECONOMY CAR 








Four-Door De Luxe ‘ 
Sedan Illustrated $635 
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January Business Index Rises in 94 Trading Areas 
Only 44 Marketing Centers 


AUTOMOTIVE NEWS, FEBRUARY 19, 1940 


Show Drop from December 


DETROIT.—Business indices in 
94 trading areas during January 
showed strong gains over Decem- 
ber, while indices in only 44 areas 
declined and nine remained un- 
changed, it is revealed in a survey 
of 147 marketing centers by Brooke, 
Smith & French, Inc. 


Detroit was one of 31 trading 
centers recording a gain of 4 per- 





De Soto Appoints 
3 More Men To 
Its Field Force 


DETROIT.—Three additional ap- 
pointments in De Soto’s field or- 
ganization are announced by J. B. 
Wagstaff, general sales manager. 


Vance H. Fish, former district 
manager in Wichita, has been 
named merchandise manager in 
the Kansas City region. Fish joined 
De Soto in 1936, after many years 
of experience in the automotive 
field as a factory contact man and 
owner of a dealership. 

S. Fuller has been ap- 
pointed district manager in Wich- 
ita to fill the vacancy left by the 
promotion of Fish. Fuller has had 
nearly 20 years of automotive ex- 
perience, ranging from salesman 
to sales manager in retail organi- 
zations. 

E. 8S. Hamilton, former district 
manager at Newburgh, N. Y., has 
been moved into the New York re- 
gional office as an additional mer- 
chandise manager. He has been 
with De Soto since 1937, and prior 
to joining the corporation he spent 
nearly 15 years as retail salesman, 
used car manager, and operating 
his own dealership. 


Diamond T Names Norris 


Pak- Car Sales Head 
CHICA: 
Car Co. announces the appoint- 
ment of William G. Norris as 
national sales manager of the 
Diamond T Pak-Age-Car division. 
Norris has been with Diamond T 


cent or more in January over De- 
cember, it is reported. Business in 
the Motor City as of Feb. 1 stood 
at 4 percent below normal, repre- 
senting a gain of 5 percent over 
the standing on Jan. 1. On Feb. 1, 
1939, the city’s business index stood 
at 15 percent below normal. 

The report states that the great- 
est gains were registered in the 
following areas: 


Albany, Atlanta, Augusta, Ban- 
gor, Binghamton, Birmingham, 
Camden, Columbia, Detroit, Grand 
Rapids, Greenville, Hartford, 
Indianapolis, Lansing, Los Angeles, 
Miami, Milwaukee, Minneapolis, 
Newark, Oklahoma City, Portland, 
Ore., Reno, Rockford, St. Paul, 
Seattle, Sioux Falls, Spokane, Syra- 
cuse, Topeka, Williamsport and 
Wilmington. 

The following areas were closest 
to normal in January: 


Albuquerque, Atlanta, Austin, 
Baltimore, Bangor, Billings, Boise, 
Camden, Charlotte, Chattanooga, 
Dallas, Paso, Fargo, Fresno, 
Grand Junction, Green Bay, Green- 
ville, Hartford, Houston, Indian- 
apolis, Jackson, Miss., Kalamazoo, 
Knoxville, Little Rock, Macon, 
Manchester, Miami, Milwaukee, 
Mobile, Phoenix, Reading, Reno, 
Richmond, Rockford, Saginaw, St. 
Paul, Salt Lake City, Seattle, 
Shreveport, Sioux Falls, Spokane, 
Syracuse, Terre Haute, Topeka, 
Washington, Wilmington and Win- 
ston-Salem. 





*‘Low-Incomers’ 
Spend 3.2% of 


Money on Cars 


WASHINGTON. — National Re- 
sources Committee’s survey of in- 
come groups and _ expenditures 






| (1935-36 was the year selected) re- 
.— Diamond T Motor 


veals that families with annual in- 
comes under $500 spent $15 or 3.2 
percent of that income on auto- 
motive items, that is, automobile 
and upkeep. Families with annual 
incomes of $1,250 to $1,500 spent 


for more than 10 years, first as $93 or 7.1 percent on their auto- 
head of corporation sales in Chi-| mobile; and $2,000-to-$2,500 fami- 
cago and more recently as district lies expended $200 or 10.2 percent 


manager for Illinois. 


To feel the pulse of the industry, 
consistent reading of Automotive News 
a a 
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BOATCLUTCH 


RELIES ON NICKEL ALLOY STEELS 


The Twin Disc Clutch Co., Racine, 
Wis., is one of America’s largest 
producers of marine gear units, 
combining reduction and reverse 
gearing. Current product comprises 
four different models with capaci- 
ties ranging from 40 HP to 200 HP. 
Heart of these efficient, long-lived 
units is the well-known Twin-Disc 
clutch. Marine duty may be likened 
to a heavy truck always pulling up- 
hill. Secret of the trouble-free per- 
formance of these units, and of 
their extraordinary long life, is in 
their unique design and use of 
extra strength elements of high 
grade materials. Among the many 
types of alloys used in these ma- 
rine gear units is the well-known 
SAE 4615 Nickel-molybdenum al- 
loy steel from which many Twin 
Disc gears are made. These gears, 
carburized after machining, are 
finish-ground on Pratt & Whitney 
gear grinders after heat treatment 
to produce Nickel alloy steel gears 
which have proved 
to be extremely 
strong and wear 
resistant. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York. N.Y 





in the motor car category. 

Bureau of Labor Statistics, in 
analyzing the committee’s survey, 
shows that, if it were possible to 
raise the income and with it the 
pattern of expenditures of all the 
families with incomes of less than 
$2,000 to the level of the group of 
families with incomes between $2,- 
000 and $2,500, the total consumer 
expenditures of all the families in 
the United States would have been 
increased by more than $22,000,000,- 
000. The increased expenditures on 
automobiles, the bureau has fig- 
ured, would have been $3,170,000,- 
000. 


Trailer Firm Opens 


BATTLE CREEK, Mich.—A new 
trailer coach manufacturin company 
has opened here. Russell E. Merrill, 


formerly vice-president and sales_man- 
ager of the now defunct Kabin Koach 
Co, has joined with Lloyd Weller in 
forming the company. Weller is a 
real estate dealer here. The company 
has an order for 250 coaches to be de- 
livered Mar. 1 in Chicago, it is re- 
ported. 








ALFRED GHEZZI, 20-year-old Alaskan aoe magnate, with L. J. Purdy, 


right, general manager of Dodge truck plant 
of one of Alaska’s pagpest lone Qlotanee’ Eeakiae 


Dodge ‘Job-Rated’’ diesel truck and 


headed overland for Seattle. 


before the 


outhful operator 
ng fleets climbed. is 


aboard his new 
Eventually 


this Dodge diesel truck will haul diesel fuel to the diesel-powered dredges in 


the Alaskan gold mines. 








Agreement Clears Path 


For GM Vote Early in April 


DETROIT.—By virtue of an 
agreement, signed last week by 
General Motors and four labor 
unions, collective bargaining elec- 
tions in 58 GM plants will be held 
in early April by the National La- 
bor Relations Board, it is forecast. 
After a study of the agreement, 
which eliminates long hearings on 
procedure, the NLRB probably this 
coming week will set a date for the 
elections. 


Those signing the agreement, in 
addition to GM, were the UAW- 
CIO, the UAW-AFL, the Pattern 
Workers League of North America 
(AFL) and the International Assn. 
of Machinists, affiliated with the 
National Die Sinkers (AFL). 


Under terms of the agreement, 
which was filed with the labor 
board as a stipulation and must be 
approved by the board in Wash- 
ington, the election will be taken 
and certified by plants, and that 
the bargaining units will be by 
plants or by groups of related 
plants which are essentially en- 
gaged in the same manufacturing 
and assembling operations, and 
under the same resident manage- 
ment. 

This provision is similar to that 
in an agreement reached some 
time ago between the AFL and 
CIO unions. The unions’ agreement 
provided that the plants would vote 
and be certified separately, but 





Fruehauf Opens 


Branch Factory 


ST. PAUL, Minn.—Approximately 
5,000 persons, including factory of- 
ficials and branch managers from 
various parts of the United States, 
attended the opening last week of 
the new Northwest branch factory 
building of the Fruehauf Trailer 
Co. here. 

Factory officials who flew for 
the opening services were Harvey 
Fruehauf, president; Roy Frue- 
hauf, vice-president; Harry Frue- 
hauf, vice-president, and L. C. All- 
man, vice-president in charge of 
public relations. A. K. Tice, is local 
manager. 

The new quarters were con- 
structed at an approximate cost of 
$90,000 and is of the garage type 
for repairing and servicing trail- 
ers. 








NCES a new station wagon for 1940 
nee Ss. t chassis. It is deeply upholstered and is framed 


the One-Ten and One-Twent 


being offered on both 


in natural-finish ash, with white birch panels. Interior also is given a natural 


wood finish. Seats are mounted in tubular steel frames, 


and the two rear seats 


can be quickly removed to give space for luggage and equipment. 


then be combined into two single 
bargaining units. 


In signing the agreement the 
CIO abandoned its claim as the 
sole bargaining agency in three of 
the corporation’s plants in Oak- 
land, Calif. The AFL claimed bar- 
gaining rights in these plants. 

All the unions involved agreed 
temporarily to drop their claims 
in the Yellow Truck and Coach 


| plant at Pontiac after the corpora- 


tion denied that it owned the com- 
pany. GM contended that the 
Yellow Coach is a separate con- 
cern in which the _ corporation 
merely owns stock. 


Cincinnati Sales 
Jump in Jan, 


Used Stocks Up 


CINCINNATI.—January sales of 
both new and used cars in Cin- 
cinnati seem to substantiate earlier 
forecasts that 1940 volume will be 
greater than 1939. There were 1,648 
new cars sold in Cincinnati in 
January, 1940, compared to 1,076 in 
January, 1939, while 1,509 used cars 
were sold in January this year as 
compared to 1,372 in January, 1939. 

For the first time since sales 
records have been kept here, new 
car sales have exceeded used car 
sales for a single month. This 
record is interpreted here to mean 
that the bulk of January sales 
were to persons able to buy new 
cars, probably to many who shared 
in bonuses and Christmas gifts in 
the closing days of 1939. 


Record cold weather, snow and 
ice, in January helped to depress 
used car demand in this market. 
Dealers report stocks of used cars 
on hand Feb. 1 varying from a 45- 
day supply to a 75-day supply. 
There will probably be special sales 
and other strenuous efforts to un- 
load before the big car buying 
season starts in March. 


Ky. Bill Seeking 
Load Limit Boost 


LOUISVILLE.—A bill to increase 
the weight and load limit of trucks 
has been introduced in the Ken- 
tucky legislature. The bill would 
increase the present 18,000-pound 
load limit to 32,000 pounds and in- 
crease the maximum length from 
26 feet to 28 feet, and the total 
length of truck and trailer from 
30 to 35 feet. 


Maximum height would remain 
at 12% feet. The bill stipulates a 
graduated tax, according to weight 
and will net the state upward of 
$6,000,000 annually as compared 
to the present yield of around $1,- 
300,000, according to D. C. Moore, 
director of motor transportation. 


W ould Regulate Yards 


ALBANY, N. Y.—Licensing of auto- 
mobile graveyards to protect ‘‘public 
safety and welfare’’ would be pro- 
vided by terms of a bill introduced in 
the state legislature here by Senator 
Allan A. Ryan jr. State motor vehicle 
bureau would examine junk yard lo- 
cations and make necessary regula- 
tions. The bill provides a license fee 
of $25 for a yard of five acres or less 
and $50 for all others. 








Chain Tax 


(Continued from Page 1) 


counting systems as they please} 
that they run their establishments 
as seem fit and proper in accords- 
ance with the judgment of eac 
individual dealer as to what is beat 
for his business. 


“The evidence also establishes 
that only about half of them live 
up to their sales quota, a few go 
above it and many below it; that 
they handle local advertising in 
any manner they see fit; that they 
pay for it and prescribe its form 
and contents. 

“It is further clear from the 
evidence that practically all of 
them handle large amounts of 
competing products, and that many 
of them engage in enterprises of 
a similar as well as of a different 
nature, and that a substantial por- 
tion of their income comes from 
businesses and products other than 
those manufactured by the plain- 
tiff (Ford Motor Co.)” 

In interpreting the state law on 


chain-store taxes, Judge Hicks 
said: 
“There is no intent in the 


statute to include manufacturers 
and their dealers. t 

“The Chain Store Act ... pro- 
vides that the owner of the store 
pays a fee for the privilege of 
opening, operating and maintain- 
ing such stores... the act... 
contains no language, and as its 
history indicates, evidences no in- 
tent to include manufacturers and 
independent dealers.” 


Judge Hicks told attorneys that 
the importance of the case 
prompted him to make a pre- 
liminary announcement of his de- 
cision and that more specific find- 
ings, based upon the evidence, will 
be made later. 

The test of the law in Colorado 
will have far-reaching interest, for 
there are 28 other states which 
have chain store laws similar to 
the Colorado chain store act. 


Chesney Is Promoted 


By Commercial Credit 

NEW YORK.—H. B. Mathews, . 
vice-president of Commercial 
Credit Corp. announces the election — 
of E. L. Chesney, 
as vice-president 
of Commercial 
Credit Corp. of 
New York. Ches- 
ney has worked 
in the Brooklyn 
office as district 
manager and for 
three years was 
the divisional 
manager, with 
supervision over 
this territory. 

At the same 
time Mathews announced the elec- 
tion of A. J. Harris jr. as vice- 
president of the New York com- 
pany. 


Blackhawk to Start 


Big Trade-In Campaign 
MILWAUKEE. — A nationwide 
“tool up” campaign is being built 
by jobbers around a trade-in deal 
to be instituted by Blackhawk Mfg. 
Co. on Mar. 1. 

Mechanics now have the oppor- 
tunity to bring their wrench equip- 
ment completely up-to-date without 
sacrificing their entire investment 
in present tools, it is claimed. 


AN’s Almanac, published once a 
year, is considered THE reference 
book wherever automotive informa- 
tion is desired. 
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I THE past several years there has been a 
pretty steady increase in the average num- 
ber of cars sold each year per Buick dealer. 


Reason for that, of course, has been our basic 
policy of helping each dealer develop his own 
sales capacity rather than adding new dealers 
to handle Buick’s steadily rising volume. 


This year it looks as though the average would 
go still higher. 


As you know from figures in the trade press, 
Buick sales are up —way up—while the num- 
ber of Buick dealers remains under 


three thousand. 

But here and there throughout the country 
there are still a few open points for which live 
wires are wanted. 

Naturally, being pretty proud of the type of 


man who represents us now, we're a little 
particular about the kind of man we take on. 


We certainly are zot looking for any 


Best buys Buick: 


here-today-gone-tomorrow type of operator. 


And in spite of the fact that you’ll have what 
is unquestionably the hottest car on the 
market to sell, we’re not dangling any get- 
rich-quick bait. 


But if you’ve got your feet on the ground, 
your eye on the future, a record of live-wire 
performance, and a preference for per- 
manence and stability, it might pay you to 
think it over. 


A very good idea would be to circulate around, 
get acquainted with a few of our present 
group, see if you don’t find it the kind of 
crowd you'd like to fit into. 


After that, you can get in touch with any of 
our field men you happen to know of, or write 
direct to the factory. The man to write in the 
latter case is: 


W. F. HUFSTADER, General Sales Manager 
Buick Motor Division 
Flint, Mich. 


EXEMPLAR OF GENERAL MOTORS VALUE 
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Motor Shares Co 
Wall Street Sees Big 


Gain 


In Spring Automotive Sales 


Special to Automotive News 

NEW YORK.—In the forefront 
of recent rallies in the stock mar- 
kets, such rallies being accom- 
panied by increasing volume, have 
been automotive issues. On both 
point and percentage basis, motor 
shares at the present time show a 
larger increase over prices of a 
year ago than the general in- 
dustrial price average on the New 
York stock exchange. 


Low-priced automotive shares 
continue to be among the most 


Rural Highway 
Speeds Doubled 
In 25 Years 


WASHINGTON. — Legal speeds, 
at which motorists can travel on 
rural highways, have been nearly 
doubled throughout the nation 
within the last 25 years, according 
to information supplied by the 
International Assn. of Chiefs of 
Police. 


This change, it is pointed out, 
has accompanied the reduction of 
driving hazards by better highway 
building and maintenance methods, 
speed control and traffic safety 
programs, and engineering and 
— improvements in automo- 

iles. 


Twenty-seven of the 34 states, 
which now have statutory speed 
limits on rural highways, have es- 
tablished their limits at 45 miles 
an hour or more, according to a 
study of speed laws obtained from 
the National Safety Council. In 
the other seven states, the limit is 
40 miles an hour in three, 35 in 
two, and 30 and 25 in one each. 








i 






STOCK PRICE AVERAGES 


Previous Latest Year 
Week Week Change Ago 


24 motors ........... 35.50 36.60 +1.10 31.65 
10 car-truck co.’s ... 38.21 39.20 +0.99 32.75 
10 parts-access. ...... 24.67 25.83 +1.16 24.14 

4tire-rubbers ...... 22.54 23.54 +1.00 31.65 





active issues on the exchanges and 
this group is generally strong. 


Wall Street certainly has found 
basis for encouragement in the in- 
dustry’s current sales figures, and 
no doubt this has been a factor in 
strength of motor shares. It is be- 
ing figured in the Street that if 
the industry can continue to main- 
tain such a good sales record in 
the face of the present downturn 
in industrial activity as a whole, 
there should be an excellent vol- 
ume of business this spring, when 
the business indices are expected 
to turn upward again. 


Both foreign news and political 
events at home continue to exert 
an important influence on the 
general business outlook, although 
Wall Street apparently is less sen- 
sitive than previously to the in- 
ternational situation. 


One of the questions being asked 
most often is what effect will the 
domestic political campaign have 
on business for the remainder of 
the year. Wall Street obviously 
hasn’t made up its mind what is 
going to happen and until it does, 
the stock market trend may re- 
main uncertain. 


Parts and accessory stocks set 
the pace in the upward move of 
automotive issues in the latest pe- 
riod covered by the AUTOMOTIVE 
News stock price averages. Tire 


d bber iss al howed 
aeeal a danas - ania of Dodge Sales Up 


earnings for last year made sur- 
prisingly good showings. 


‘...The preservation of the sacred 


fire of liberty and the republican 


model of government... 


entrusted 


to the hands of the American people.” 





THE STAUNCHEST SUPPORTER OF THAT 
TRUST IS THE AMERICAN LEGION 


HE principles of The Ameri- 
7. Legion and its patriotic 
stand for Americanism as the only 
“ism” are embodied in the edito- 
rial policy of The American 
Legion Magazine. Month after 
month, it inspires its 1,000,000 
subscribers to carry on the Legion 
program in their communities. 


This publication not only offers to 
industry a prime market, but also 


keeps the trade names of our great 
American institutions before the 
eyes of 1,000,000 men at work to 
preserve Americanism. 
Legionnaires are leaders in their 
communities, with incomes more 
than twice the national average. 
Your advertising in The American 
Legion Magazine will feel the 
spark of 2% BILLION DOLLARS’ 
WORTH OF LEGIONPOWER. 


LEGION MAGAZINE 


We welcome the opportunity to show a presentation demonstrating Legion activities and purchasing power 


Offices: NEW YORK, CHICAGO, ATLANTA, LOS ANGELES 
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PONTIAC SWEEPSTAKES pile up sales. D. U. Bathrick, Pontiac general 


sales manager, seated, and Gordon 


ersh, sales 
some of the cards that have come in from the wives of P. 


romotion ger, look over 


iac salesmen who 


have qualified for the Silver Streak Sweepstakes contest now in progress. Wives 


are entitled to a free vanity case when 


ubby qualifies. The contest is contrib- 


uting greatly to Pontiac’s record-breaking sales, it is reported. 


‘Train-Taxi’ Service Seen 


For Eastern Cities by April 


Special to Automotive News 

BUFFALO, N. Y.—A new so- 
called “train-taxi” service for rail- 
road passengers, who desire the 
use of cars when they reach their 
destination, is expected to make its 
bow in eastern cities about April 1. 
President John C. Montana, of Van 
Dyke Taxi & Transfer, Inc., an- 
nounced here that a meeting of 
about a dozen representatives of 
railroads and taxi concerns will be 
held here in the near future to 
discuss details of the plan. 

The proposed service in cities 


89% in Detroit 


DETROIT.—L. F. Van Nortwick, 
manager of the Detroit region for 
Dodge, reports January deliveries 
of Dodge passenger cars by Wayne 
county dealers exceeded January, 
1939, deliveries by 89.1 percent. De- 
liveries of Dodge trucks for Jan- 
uary were 75.8 percent ahead of 
deliveries reported for January, 
1939. 

A good January showing is also 
reported by Dodge dealers of the 
Detroit region, which in addition 
to the southern portion of Michi- 
gan includes parts of Ohio and 
Indiana. January deliveries of 
Dodge and Plymouth passenger 
cars and of Dodge commercial ve- 
hicles and trucks, reported by the 
region’s Dodge dealers, exceeded 
January last year by 49.3 percent. 


Used Car Managers 
Elect Officers for °40 


ST. PAUL, Minn.—Two groups of 
Chevrolet used car managers held 
their annual meetings and elections 
of officers at the Hotel St. Paul, 
both conducting separate meetings. 

Chevrolet Used Car Managers’ 
Council, Outside chapter, compris- 
ing used car managers from most 
of Minnesota, Western Wisconsin 
and South Dakota, elected the fol- 
lowing officers for 1940: Harold 
Pederson, Larson Chevrolet Co., 
Superior, Wis., re-elected president; 
Lawrence Jung, Winona Motor Co., 
Winona, Minn., vice-president, 
and Paul Quick, Clements Chevro- 
let Co., Rochester, Minn., secretary- 
treasurer. 

Twin City Chevrolet Used Car 
Managers’ Council, comprising used 
car managers in St. Paul and Min- 
neapolis, elected the following offi- 
cers: T. W. Brown, Berry Chevrolet 
Co., St. Paul, president; Robert 
Miller, Lyndale Chevrolet Co., Min- 
neapolis, vice-president, and M. G. 
Streeter, Wolff Chevrolet Co., St. 
Paul, secretary-treasurer. 





Short-W ave Auto Radio 


PALM BEACH, Fla.— The first 
short wave automobile radio, capable 
of receiving Europe direct and 
widening the horizon in domestie 
short wave reception for motorists 
traveling in spots not reached by the 
usual medium wave broadcasting 
stations, was announced here last 
week at the annual mid-winter con- 
vention of the Philco Radio & Tele- 
vision Corp. 


with a population of more than 
100,000 in territory east.of the 
Mississippi and north of the Ohio 
and Potomac rivers, would be 
similar to the “rail-auto” plan just 
announced by 11 western railroads. 

Western roads will place private 
automobiles at the disposal of rail 


| patrons but, under the train-taxi 


plan in the East and Middlewest, 
cabs with drivers will be supplied 
at special] rates. The cabs be 
available from 9 a.m. until 3 p.m. 


“We believe our plan in the East 
is better since a traveling or busi- 
nessman stepping off a traifi can 
make more calls with a cab and 
driver in six hours than he could 
make in 12 hours if he drove the 
car himself,” Montana said. “Be- 
sides, our plan keeps drivers em- 
ployed.” 


Columbus Dealers 
Headed by Bobb 


COLUMBUS, O.—George Bobb, 
of Bobb-Chevrolet Co., who is 
trustee of District No. 6 of Ohio 
Automobile Dealers Assn., was 
elected president of the Columbus 
Automobile Trade Assn. at the an- 
nual meeting last week. He suc- 
ceeds Robert P. Oestreicher. 


Other officers are A. J. Merrick, 
of Merrick-Miller Sales Service 
(Dodge -Chrysler) vice - president; 
George Byers, of George Byers & 
Sons, Inc. (De Soto-Plymouth), 
secretary; Herbert Zinn, of Dowd- 
Feder Co. (Dodge-Plymouth), 
treasurer, and John B. Barton, 
executive secretary. 


Operator Gets Fine 


FORT ATKINSON, Wis. — Harry 
Lempke, operator of an automobile 
wrecking yard on Highway 26 be- 
tween Fort Atkinson and Jefferson, 
was fined $10 and costs Jan. 23 by 
Justice of the Peace C. E. Masters on 
a charge of selling a used automobile 
without delivering the title. The 
complaint was filed by R. W. Con- 
nor, state traffic officer, after the new 
owner of the car had been involved 
in a traffic accident and could not 
produce title to the car. 


OLDEN GATE International E 
a s ublicity and promotion, aesepts a new courtesy press 
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3 | Decors Tell Me . | 


(Continued from Page 3) 


solvency of dealers would in no 
way affect the operations of that 
government body. From this 
viewpoint, I should think selec- 
tion of the friendlier of the two 
would be simple. 


* * * 


NOT a New NRA 

7 ca 2 may be some dealers who 
: feel that this proposed legisla~ 
tion is aimed at the resurrection 
of NRA. This again is not true. 
NRA, in principle at least, was de-~ 
signed to permit industries to po- 
lice themselves from within, with 
the understanding that the regu- 
lations would be established and 
enforced by the regulated with 
the complete blessing and ap- 
proval of the government. The 
Patman bill would put that regu- 
lation in the hands of the FTC, 
with the regulated having no voice 
in the promulgation of regulations. 
Further, there may be some deal- 
ers who feel that enactment of the 
Patman bill would force manu- 
facturers to do things which deal- 


ers want done. This also is not . 
true. The Patman bill would place © 


manufacturers and dealers alike 
under the supervision of FTC, and 
both would have to do the bidding 
of that body. Also, I have been told 
that the bill is an innocuous piece 
of legislation aimed only to fright- 
en manufacturers. Well, I don’t be- 
lieve that one either. I feel sure 
that the proposed bill could not be 
passed in its present form, but no 
bills ever are passed in original 
form. Modifications of this one 
might prove even worse than the 
original. Personally, I feel that play- 
ing around with legislation always 
is a dangerous pastime and the 
less we have to do with this one 
the better. There is always a 
chance that a movement of this 
sort will gain momentum which 
will be difficult, if net impossible, 
to stop. 


* * * 


I have always held that the 
conditions within the industry 
today were created within the 
industry and can best be cured 
within it. If present practices 
constitute violations of economic 
law, then the practices must be 
corrected or that law will catch 
up with us. No legislative en- 
actment can, or will, change that 
inscrutable force. 


* * * 

I THINK within recent years fac- 

tories have recognized the need 
for changes to meet the exigen- 
cies of changing markets.” These 
changes are bound to be slow and 
at times this slowness is exasper- 
ating. But I think sounder progress 
can be made going along as we 
have than can be made by poorly- 
thought-through expedients. In the 
present situation may I again re- 
peat that the current referendum 
is highly important to all dealers 
since in simple language it pre- 
sents an opportunity for a dealer 
to decide whether he chooses to 
remain a merchant or become a 
marionette. 


Add Antonyms 


Confucius say to me, he say: 

“The difference between an asso- 
ciation manager and a teamster is 
that the teamster only has to look 
at two of ’em.” 
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(Continued from Page 1) 


iter region was the country’s top| percent; New Jersey (96,049 against 
er”’—Michigan with an _ in-| 70,764) 35.4 percent; Massachusetts 


ease of 87 percent. 


In the third spot with a 47 per-|and Indiana (84,494 against 56,339) 
at gain were the South Atlantic | 49.9 percent. 
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ith an increase of 45 percent, was| most one-third percent from 1938's 
ken by the New England area | share. Michigan had a gain of.1.53 
is de~ gposed of Maine, New Hamp-| percent. Following are the first 10 
re, Vermont, Massachusetts, | states and their share of the 1939 


(92,480 against 63,682) 45 percent, 


place, | though the percentage declined al- 





ode Island and Connecticut. and 1938 total volumes: MISSIONS. Left to right, Frederick M. Sandusky, official of the 
Other regions with their re- 1939 1938 _ Pet.. my Ay I Fair, who is now Ta Detroit conferring with General Motors, 
tive sales ains over 1938: Share Share Change | Ford and Chrysler on exhibits for the Treasure Island re-opening; and Harry 
 & : S (eee: COG ceseies 96% 10.26% .— 50 ’s business staff, who was in the west for a series of 
York . 9.96% lo Dole, of Life magazine’s b » me 
fiddle a Pa eee oa New Pennsylvania seen 7.40% ie 7 2 meetings with business leaders. The men met on. the “train boat” in San Fran- 
; - EMOIB cccccccces ‘ A . ream eadin ast. 
= etme aaa yd = c allfornia o<—— 10% 133 % ~ 76 cisco Bay, enroute to the st ners g 
a. OD. 06.05 ce evedeus . \e ° Z 
iaho, Wyoming, Colorado, Ari-| Michigan ‘))!.:2: 6.14% 4.61% +153] M¢eAdams Is Appointed Gomprenner, division for Ingersoll -Rand 
fo Se aoe Bree — 39 McAdams, for |of the Joyce-Cridland Co. as Midwest 
da) 36 percent; Pacific Stat New Jersey ..... 3.62% 3.74% — .12| DAYTON, O.—D. H. jams, for ’ y . ame te 
— Seen” a ae ©S | Massachusetts 3.48% 3.37% + .11|the past seven years Midwestern di- |division manager. He will con 
California, Oregon and Washing-| Indiana .......... 3.18% 2.98% + .20|vision manager of the Automotive |make his headquarters in Chicago. 


m) 29 percent; West 


yntral (Arkansas, Texas, Louisi- 
ga and Oklahoma) 28 percent, and 
fest North Central (Minnesota, 
‘wwa, Missouri, North and South 
jakota, Nebraska and Kansas) 25 


ercent. 


Michigan’s sharp registration 

ain of 87 percent, reflecting heavy 

in the automotive’ in- 

gstry, was amassed by boosting |/0, > © 
des from 87,184 cars in 1938 to); . | 
'g017 units in 1939. Mississippi,| 7. 7 © 
towing 22,302 sales in 1939 as pee 
in 1938, grabbed| , 30 
.wond spot in the nation with an 
wrease of 63.1 percent. Others in 


etivity 


ginst 13,670 


be firs 


Florida (42,462 against 26,102) 


t 10 include: 


24 percent; Arkansas 


-gainst 12,244) 62 percent; South 
grolina (25,100 against 15,748) 59 
ercent; Ohio (167,526 against 105,-| / 2 
%) 58.6 percent; Alabama (30,654 
57.7 percent; 


_gainst 19,427) 
‘porgia (41,125 against 25,319) 57 


ercent; Rhode Island 


t 10,483) 55.5 percent, and 


essee (37,468 against 24,973) f i ke t h i s one 


Rankings of the top 10 states, as 


iperc 


ent. 


South 
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Groves Named 


Ford K. C. Mgr.; 
Doyle Elevated 


DEARBORN. — Appointment of 
Ira B. Groves, manager of the St. 
Louis branch, as manager of the 
Ford Motor Co.’s assembly branch 
at Kansas City, and promotion of 
J. C. Doyle to be manager of the 
St. Louis branch, are announced. 

Groves succeeds W. L. Yule, who 
lost his life recently in an automo- 
bile accident near Carthage, Mo. 
Doyle was assistant manager of 
the St. Louis branch. 

Groves was transferred to St. 
Louis two months ago from Long 
Beach, Calif., where he had served 
as manager of the Ford assembly 
branch since 1930. 

Doyle has been assistant man- 
ager of the St. Louis Ford branch 
since 1938. He began work for the 
company in 1916 at Kansas City 
branch. 
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_. have your car 
NoRoL ads Feri Oo Oo 


- - the proven safety device that 


UP-HILL STOPS 





ggards total new car registrations, ‘a 
mained virtually unchanged in a p p ear re £ u la rl y in 

®9, the dropping of seen , 

tom second to fourth comprising oa ; 

te major switch. Following are THE t scmaanidieen -- leaves right foot free 
he 10 volume leaders, with each ATU RD AY the e clutch dl oa he , 
tate’s percentage gain: S no ly would do. Then 


pinst 194,049 in 1038) 36, percent: EVENING POST 


Ivania (196,201 against 140,- 


@) 39 percent; [Illinois 


gainst 133,914) 44.2 percent; Cali- 2 
nia (187,720 against 148,011) 
percent; Ohio (167,526 against Ti Mi E 
“ 


15,439 


iac’s 


National vice-president, also re- 
is Frank Barnett, New 
York zone, and William Kraft, Chi- 
ago zone, former Guild president, 
tas been named national secretary. 
Twelve regional officers and 
ne officers boosted themselves 
nto office by their sales efforts. 
Guild memberships, also attain- 
ble only through sales _ totals, 
Nmped in 1939 to 1,774 salesmen. 


‘lected, 


) 586 percent; Michigan 
63,017 against 87,184) 87 ‘percent; 
lexas (132,313 against 103,817) 27.2 


Salesmen’s Guild GOOD 
Of Pontiac Elects HOUSEKEEPING 


Its 1940 Officers © 
PONTIAC.—The Pontiac Sales- Pp O P U L A R 


nen’s Guild, whose officers elect 
hemselves by outstanding sales- 
nanship, will be headed again in 
40 by the incumbent national 
resident, Nat Patterson of Pon- 


New York zone. 





—NoRoL automat- 
ically. — 


There is no 







235 
(193 2 While holding the 


* clutch pedal down 
with his left foot, the 
driver can remove his 
right foot from the 
brake pedal. NoRoL 
holds the brakes ap- 
plied just as though the 
driver were pushing on 
the brake pedal. 






























3 When ready to pro- 
™ ceed up the hill or 
incline, the driver steps 
on the accelerator, and 
letsout theclutch pedal. 
The brakes areautomat- 
ically released as the 
car moves forward. 





















plete with a NoRoL. Available for new models of — 


Buick Dodge Nash Stude 
Cadillac Ford Oldsmobile Cooney 
Chevrolet Graham Packard International 


MECHANICS 





We are telling 
motorists to 
‘““See their dealer”’ 






cars and trucks having hydraulic brakes, | Name 


Many Models Only $12.00 Ins 
SEE YOUR CAR DEALER—or wrhteae | °" 






A total of $10,205 in cash prizes 


accidental roll-back of your car on 
hill stops. Avoid this r by hav- 
ing your car dealer install a oRoL 
on your car, This great safety device 
18 Inexpensive, and is sturdily built 
for years of service. It becomes part 
of the brake system and doesnot alter 
sopearence of the car in any way. 
oRoL does not interfere with the 
operation of brake pedal, clutch 
or accelerator. It not only holds the 
car on up-hill stops,: but it helps elimi- 
nate possible cause of clas ing of 
transmission gears, lessens clutch- 
plate wear that would be caused b 
slipping clutch . . . Also helps quic 
getaway when traffic signal turns 
een. Right foot is relieved of brake 
uty, and is ready to step on th 


When ordering a new car, specify that it come com- Ask your car dealer for : 
onstration. 





| 
—_— an to. Mack Wainer Electric Corporation 
Wh Miaiaagiaoedtaaneen 
De Soto La Salle Pontiac and others | 6400 Plymouth A 


Also available for many 1937, 1938 and 1939 makes of | Send FREE BOOKLET and details on NoRoL 


| Make And Model of My Car Is 
’ 






to operate accelerator 














need for you to risk 
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venue, St. Levis, Me., U.S. A. 















vas distributed by Pontiac to Every month a greater interest is created in NoRoL— ad reproduced above. Then get in touch with your car 
ere Sere ee ree. in its the great safety device developed to hold a car or truck factory for details...Stock NoRoL... Talk NoRoL 
tighth year. Of its members, 29 on up-hill stops. .-- Demonstrate NoRoL—and you'll enjoy the added 


tave attained the signal honor of 
taising their sales to the honor roll 





NoRoL has been adopted as both standard and op- 


volume and easy profits to be made by installing this 
safety device on the cars you sell and service... ASK 


evel or above each year of the tional equipment by car manufacturers—and is offered 
tganization’s existence. as an approved accessory by many others. FOR COMPLETE INFORMATION NOW. 
Joins Permite Staff 7 National advertising is creating an additional demand oe ae oe Bacay 
—, 8, : 
be. announces tte “appointment of for this proven product... If you do not know what a 
; 7 ; ape 
vith | ‘sttlesiies in Dallas, Tex. As NoRoL is—it will pay you to read every word of the 6400 Plymouth Ave., St. Louis, Mo., U. S. A. 


tna, 
or th 


uthwestern district 
e Permite organization. 


rict representative in Texas, Okla- 
ma, Arkansas and Western Louisi- 
a will work under Ralph Do- 


manager 
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East Optimistic 
Over Prospects, 


Moss Discovers 


DETROIT.—With sales of new 
cars and trucks holding up to 
forecasts projected at the begin- 
ning of the 1940 model year, and 
with used vehicle sales even better 
than expected, automobile dealers 
in the North and Middle Atlantic 
states are more optimistic than for 
several years, according to T. W. 
Moss, director of Dodge truck 
sales. 


Moss has just returned to De- 
troit after a month’s trip through 
the east. He addressed meetings of 
Dodge dealers and salesmen in 
New York City, Syracuse, Albany, 
Boston, Springfield, Mass.; Provi- 
dence, Newark, Scranton, Pitts- 
burgh, Philadelphia and Washing- 
ton. 


Keep abreast of current truck legisla-- 
tion in Automofive News’ truck section. 





AMERICAN AIRLINES, Inc., uses a Buick station wagon to transport crew 
members between New York’s new —_ Airport and their hotels. Shown 
ready to board the Buick crew car are Capt. D. K. Smith, First Officer Charles 
Ryan, Stewardess Marie Caulfield and First Officer John Graves. 


GM Stamping Plant Holds 


Grand Rapids Open House 

GRAND RAPIDS, Mich.—Grand 
Rapids stamping plant of General 
Motors Corp. held open house last 
week in connection with “Grand 
Rapids on Parade.” 


This was the first opportunity 
the public had to inspect the 
mammoth plant since the addition 
of the 12 new bays in 1939 for 1940 
production. The first open house 
was held shortly after completion 
of the original plant in 1936. 


“Bigger and Better in Everything!” is what folks 
are saying of the 1940 Oldsmobile. And how well 
that applies to its smart, new Body by Fisher. Take 
safety, for instance. Not only is this new body 
structurally stronger—it also provides stronger, 
distortion free, Hi-Test Safety Plate Glass in all 
door windows and Ventipanes as well as in the 
windshield of the Oldsmobile Custom 8 Cruiser 


pictured here. 








A Conference Sets All-Time Markie 


|Willis is Elected President; 


| New Directors are Name 


DETROIT.—Frank B. Willis, di- | ing the service and educational ac fede 


|rector of sales of Bendix Products 
Division, was elected president of 
the Automotive Electric Assn. 
which closed its 29th annual In- 
ternational Distributors Conference 
at the Detroit Leland hotel here 
Friday evening. 


According to Ralph Sandt, execu- 
tive secretary of the association, 
this year’s conclave surpassed all 
previous meetings in both total at- 
tendance and in the percentage of 
members represented in the ses- 
sions during the week. In addition 
to a full representation of the 
manufacturer members, there was 
also practically a 100 percent of 
the distributor members in attend- 
ance at most of the business ses- 
sions. 

“This year’s conference,” stated 
Willis, “definitely proved that the 
work of the association in combin- 


jal to A 

NEW Y 
test < 
jus of 


tivities of the association is besphasize 
coming increasingly important. Ager Of — 
motor car engines are constantlysnd A’ 
refined and their component partga cur 
are held to closer limits of manu-sries ‘ 
facture, and as compression ratiageed 
are increased, it becomes moreiDA, i 
necessary each year that the tune=tomoti' 
up service men have more detaile@the s 
and precision information on decl: 
major units that enter into thent has 
tuneup program. jj) autor 


“Therefore the work of the age fede 
sociation in combining the data omployes 
electrical, carburetion and assoc Oc! 
ated units, which have a bearing e ¢ 
on each of these major serviceg, that « 
into one tuneup system is of greafgchanic 
value to the maintenance end thou 
the automotive industry. In addisgucing 
tion to this published data rs so 
tuneup, the association also ‘eoull redu 
a universal catalog for its me Ss OV 
bers which include 21 of the lea ed $ 
ing manufacturers of ignition any 42 | 
carburetion products. “wst be 


“The association also furnishegelf. 
two stock control systems and {You | 
embarked upon an_ educational gettir 
program aimed at developing morgpreme 
competent and efficient tune t co! 
men, for which there is a grave painl 
shortage in the industry today. Byyertime 
that I mean men who are thot, the 
oughly schooled and equally ver 
satile on both ignition and ca 
buretion as precision tuneup wo 
requires that knowledge be co 
bined in the expert ability of the 
highly specialized mechanics.” 

Other officers and_ directo 
elected, in addition to Willis, a 
W. N. Potter of United Moto 










Service, vice-president of the di > 
tributors division; A. J. Clark, ors 
Edison Splitdorf Corp., vice-pres uld | 
dent of the manufacturers divisio kin 
George S. Cole, of Leece Nevil the 
Co., secretary-treasurer, and A. ho 
Sandt, executive secretary. e t 
New directors include the abo on 3 
officers and Geo. J. Beattie, Aut, 
Electric Service Co., Ltd., Torontag “At ' 
Roy Emery, Automotive Servicgd ho 
Co., San Francisco; H. E. Jossel aut 
King Seeley Co., Ann Arbor, Mich. If 
R. J. Montgomery, Packard Eleci ané 
tric division, Warren, O.; ent 
Oehler, Briggs and Stratton Corpiate. 
Milwaukee; H. F. Schleininge If 


Durham Co., New York City; oad 
A. Shank, Electric Auto-Lite Com, “_ 
Toledo, and R. F. Stevenson, potal si 
Stevénson’s, St. Cloud, Minn. § 
New members admitted into t 
yr 
In 





association at the meeting we 
Delco Products division, Dayton, 
and U. S. L. Battery Corp., Buffalo, 
N. Y 


In addition to the manufacturer 
and distributor members attending 
the conference were distributors, 
who represent one or more of the 
manufacturer members but who do 
not belong to the association a8) ar 
distributor members. The attend-,, : 
ance of these distributors was re=,, 49: 
ported as being approximately 25 1937 ' 
percent ahead of last year. The 


Clark Named Head Of 34 3 


Pontiac Buffalo Zone Use 


SYR 
senger 


PONTIAC—Promotion of lu 
Latham Clark from assistant man), p,, 


ager of the Pontiac zone to mansy, fi 
ager of the Buff- 






alo zone is an- ro 
nounced by D. U. 
Bathrick, general om es 
sales manager of ‘area 
Pontiac. oe e! 
Clark succeeds dus 
Glenn Finney + | 
who has resigned. e | 
Clark first came _ stron; 
to General Mo- ttarte 
tors in 1930 and = two 
went with Oak- d ‘rolls | 
land in Novem- Latham Clark the \ 
ber, 1931, as Bos- perce 


ton district representative. He held 1939 v 
similar posts in Albany and New Ger 
York City and in 1934 was ap- Syrac 
pointed assistant zone manager of reflec 
the Charlotte zone. He had been Onon 
assistant manager of the Pontiac ‘otali 
zone since last August. over 


Gets U. S. Order a 


PONTIAC.—The U.S. war depart~ Inc,, 
ment has again awarded a contract to B. k 
the Yellow Truck & Coach Mfg. Co- for 1 
for 493 trucks at a cost of $987,834. Hand 

ntr 
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;leed Cited for Tests 
On Wage-Hour Status 


jal to Automotive News 

NEW YORK.—Major impor 
© test cases to determine * tive 

jus of automobile dealers under 
nal ac= federal wage-hour law is 
is besphasized by Ralph Ebbert, man- 
nt. Ager of the Brooklyn and Long 
stantlysnd Automobile Dealers Assn. 
: partga current association bulletin, 
manuesries of such test cases are ex- 
ratiogded to be instituted by the 
moreiDA, in co-operation with the 


» tungstomotive Trade Assn. Managers. 
etail e situation is serious,” Eb- 
on declares. “The federal govern- 


[Oo theynt has held in Texas that a re- 
jl automobile dealer comes under 
he ase federal act, and collected for 


ata loyes $599.80 in back wages 
assoch Oct. 23, 1938 when the act 
eari e operative. The dealer prior 


rviceg, that date had been paying his 
greafechanics $30 for a 54-hour week, 
nd thought he was complying by 
addisducing the hourly wage for 44 
ta =" so that the regular wage at 
issu reduced hourly rate, plus 10 
me s overtime at time and a half 
 leadytaled $30. The maximum week is 
n anthw 42 hours, and additional hours 

“mst be paid for at time and one- 
nish@ 


ind You can realize the importance 


tion: getting a quick decision. If the 
MOrMmpreme court holds that a dealer 
une t comply, readjustment will not 
STave®, painless. Employes may sue for 
YY: BYertime pay on all over 44 hours 










the year ending Oct. 23, 1938, 
over 42 hours since, and a 
Sederal bulletin to employes not 
y tells them that but adds that 


COn@yey may collect in court twice the 
thes@tal of unpaid wages. 

seted “A flat decision that the retail 
. art of any automobile is in the 
lotor y of interstate commerce, be- 
, digt™€ the article is manufactured 


another state, would make all 
‘ealers subject to the act. This 
gould put virtually all business of 
“i kinds in interstate commerce, 
the administrator of the wage 

“nd hour law evidently does not 
sbovs t such a far-reaching de- 

on in the near future. 


onta; “At the present time the wage 
rvicad hour interpretations hold that 
selynm automobile dealer is exempt: 
lich.34 If he sells entirely at retail 
Eile and if he sells more than 50 
4» “wercent of his volume in his own 
Yor te. 

ns€t) If his wholesaling is not a 


ys 
-— ‘substantial’ percentage of his 
, tal sales. Efforts to get a defini- 





the 

wersSYPACUSE Sales 
yton, 

tal In Jan. Second 


ure! . . , 
at Best in History 
— SYRACUSE, N. Y.—New_pas- 
° qgenger car registrations in Onon- 
ag te county last month totaled 
ends” and topped all previous Jan- 
“resl#ty records except for that month 
252 1937. The total for January, 
1937, was 802. 
The 561 new car registrations 
last month showed an increase of 
7.8 percent over January, 1939. 
yne@ Used car sales in the county 
‘ (exclusive of transfers) last month 
rans Wared to 795, compared with 176 
tans December and 262 in November. 
‘No figures for January, 1939, are 
Available. 
' February’s automobile retail 
‘tales situation in the Syracuse 
‘area continues favorable. Dealers 
‘te encouraged over the fact that 
» Industrial employment and pay- 
tolls are being maintained around 
the high levels reached on the 
-ttrong upward movement which 
ttarted early last autumn. Twenty- 
two representative factory pay- 
‘tolls in Syracuse totaled $433,631 in 
the week ended Feb. 3, up 35.27 
percent compared with the like 
eld 1989 week. 
lew General business activity in 
ap- Syracuse and vicinity was sharply 
of teflected in new truck sales in 
een Onondaga county in January, sales 
iae totaling 129, a jump of 67.5 percent 
over January, 1939. 





rk 


ASC Adds Knapp 


DETROIT. — Associated Sales Co.. 


es Inc., announces the qppointment of G. 
Co. B. Knapp as controller. Knapp was 


for 12 years associated with the Jam 
ndy ‘organization, most recently as 
Controller. 


tion of ‘substantial’ in terms of 
percentage have been unsuccessful, 
although an attorney for the labor 
department at Washington said 
that 25 percent certainly was a 
substantial percentage of sales. 

. “The federal administrator defin- 
itely holds that all jobbers and 
distributors who wholesale goods 
shipped in from other states must 
comply. When a jobber or whole- 
saler does both wholesale and re- 


tail, he need not comply if the 
wholesale percentage is_ insig- 
nificant. 


“Garages and service stations are 
exempt because they are ‘service 


establishments,’ but a dealer’s serv- 
ice station is held liable if it does 
work in connection with the 
dealer’s wholesale end of the busi- 
ness. Outside salesmen are exempt. 

“If a dealer sells parts at both 
wholesale and retail, he may avoid 
compliance on the retail end if he 
segregates the two departments. 
Again, no definite rule for what 
constitutes segregation could be 
obtained, but apparently physical 
segregation of stock, salesmen and 
office workers would be necessary. 
Separate establishments for whole- 
sale and retail were suggested. 

“There are interpretations of the 
law promulgated by the wage and 
hour administrator. They do not 
have the force of law until en- 
dorsed by the courts which decline 
to pass on hypothetical questions. 
Actual litigation is necessary, and 
that is why an immediate test case 
is imperative.” 


Vancouver’s Tests Reduce 


Mechanical Defect Toll 50% 


VANCOUVER, B. C.—With the 
end of their first year of operation 
and second testing period less than 
two weeks away, officials of the 
municipal motor vehicle station 
here point to the fact that acci- 
dents attributable to mechanical 
defects were reduced by 50 percent 
in 1939. 

Figures at present on file in the 
office of Sergt. H. S. Gray show 
that 4.4 percent of Vancouver's ac- 
cidents in 1938 were blamed on 
mechanical defects in cars. In 1939 
this number was reduced to 2.5 per- 
cent. That the traffic testing sta- 
tion was largely responsible for 
this improvement seems evident, 
although Sergt. Gray points to the 


fact that exact figures are difficult 
to obtain because of drivers’ 
hesitancy to report defects in their 
own cars after accidents. 


Fifty percent of the cars brought 
in last year failed to measure up 
to “reasonable requirements.” De- 
spite that fact, drivers co-operated 
with station officials and there 
were few protests, attendants say. 

“Greatest number were rejected 
because of faulty headlights,” 
Sergt. Gray says, “approximately 
71 percent falling down in this 
respect.” 


Chris Sinsabaugh’s sparkling 
“Sparks” column is read by the “wide- 
awake” in the industry. 





An Advertisement Written By 


225 Automobile Dealers 


An impartial research organization asked 440 owners, 
officers, salesmanagers and salesmen of 225 automobile 
agencies in and around Philadelphia this question: 


"If only one newspaper were used for new car advertising 
in Philadelphia, which one would you recommend?" 


Recommendations for The Bulletin . 


HOW THEY VOTED 


Total for all other newspapers 


Survey made by a national research organization by 
owners, officers, salesmanagers and salesmen of 225 
Cadillac-LaSalle-Oldsmobile, 
Lincoln-Mercury, 


seer eevee 


Note: The 158 mentions of other newspapers are distributed among 2 morning 
newspapers, 2 Sunday newspapers, 1 evening newspaper, 1 tabloid newspaper. 


Chevrolet, 
Graham-Nash- Willys, 


Chrysler-Plymouth-Dodge-DeSoto, 
Hudson, 


Packard, Pontiac, 


Write for free booklet describing this survey. 





Seb ebeeeserecesoccecosoees baw 


440 


ersonal interview with 440 
ealerships including Buick, 


Ford- 


Studebaker. 


Here, in their own words are some typical dealer recommendations: 


“Ninety-nine per cent. of our customers tell us 
they saw it in The Evening Bulletin.” 


“The Bulletin—because it gets results that are 
very good. This is the paper to use." 


“Nearly everybody reads The Bulletin. Buyers 
are more guided by Bulletin ads than by any 


others." 


“The Evening Bulletin has the kind of circulation 
that brings the business." 


“The Bulletin is the paper that stays in the home 
and is read completely.” 


“The Evening Bulletin is the paper you see 
delivered at most good homes." 


“The Bulletin has a great deal of interesting 
reading and readers who stick by it." 


“The Evening Bulletin—because shoppers always 
read it before they go to buy.” 


SS, Philadelphia Cty of Home 
sianile-miidiidis simul 


“The Bulletin reaches more prospects than any 
other-—prospects with money." 


“Bulletin—because this paper gets the cream of 


the home reader circulation." 


“The Bulletin is the best circulation you can buy 
because it has readers with money in the bank." 


“The Evening Bulletin carries lots of ads and gets 


many ad lookers." 


“The Bulletin stays in the local community where 


you find your business." 


“The Bulletin is the paper that is taken home and 


read at leisure." 


“The Bulletin circulation cuts across the different 
classes, hitting both high and low class." 


“I like The Evening Bulletin best because you put 
an ad in and you get answers." 


hillelin 


opyright 1940, Bulletin Co., Philadelphi@ 
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A Conference Sets All-Time Marke 





Kast Optimistic 
Over Prospects, 


Moss Discovers 


DETROIT.—With sales of new 
cars and trucks holding up to 
forecasts projected at the begin- 
ning of the 1940 model year, and 
with used vehicle sales even better 
than expected, automobile dealers 
in the North and Middle Atlantic 
states are more optimistic than for 
several years, according to T. W. 
Moss, director of Dodge _ truck 
sales. 


Moss has just returned to De- 
troit after a month’s trip through 
the east. He addressed meetings of 
Dodge dealers and salesmen in 
New York City, Syracuse, Albany, 
Boston, Springfield, Mass.; Provi- 
dence, Newark, Scranton, Pitts- 
burgh, Philadelphia and Washing- 
ton. 


Keep abreast of current truck legisla-- 
tion in Automofive News’ truck section. 





AMERICAN AIRLINES, Inc., uses a Buick station wagon to trans 
members between New York’s new a Ai 
ready to board the Buick crew car are Capt. D. 


rt crew 
rport and their hotels. Shown 
K. Smith, First Officer Charles 


Ryan, Stewardess Marie Caulfield and ‘First Officer John Graves. 
GM Stamping Plant Holds This was the first opportunity 


Grand Rapids Open House 

GRAND RAPIDS, Mich.—Grand 
Rapids stamping plant of General 
Motors Corp. held open house last 
week in connection with “Grand 
Rapids on Parade.” 


“Bigger and Better in Everything!” is what folks 
are saying of the 1940 Oldsmobile. And how well 
that applies to its smart, new Body by Fisher. Take 
safety, for instance. Not only is this new body 
structurally stronger—it also provides stronger, 
distortion free, Hi-Test Safety Plate Glass in all 
door windows and Ventipanes as well as in the 
windshield of the Oldsmobile Custom 8 Cruiser 


pictured here. 


the public had to inspect the 
mammoth plant since the addition 


| Willis is Elected President; 


New Directors are Named™ 


( 
jal to 


test 
tus 0 


DETROIT.—Frank B. Willis, di-, ing the service and educational acy, fec 


|rector of sales of Bendix Products 
| Division, was elected president of 
|the Automotive Electric Assn. 
which closed its 29th annual In- 
ternational Distributors Conference 
at the Detroit Leland hotel here 
Friday evening. 


According to Ralph Sandt, execu- 
tive secretary of the association, 
this year’s conclave surpassed all 
previous meetings in both total at- 
tendance and in the percentage of 
members represented in the ses- 
sions during the week. In addition 
to a full representation of the 
manufacturer members, there was 
also practically a 100 percent of 
the distributor members in attend- 
!ance at most of the business ses- 


of the 12 new bays in 1939 for 1940 | sions. 


production. The first open house 
was held shortly after completion 
of the original plant in 1936. 





“This year’s conference,” stated 
| Wilts, “definitely proved that the 
| work of the association in combin- 


tivities of the association is be=phasi 
coming increasingly important. Ager of 
motor car engines are constantlygnd © 
refined and their component partga C' 
are held to closer limits of manussries 
facture, and as compression ratiogsed 

are increased, it becomes moreiDA, 
necessary each year that the tune-tomo 
up service men have more detailed-the 
and precision information on allt de: 
major units that enter into th@ynt hi 
tuneup program. * 4 aut 


“Therefore the work of the age fed 
sociation in combining the data omployé 
electrical, carburetion and assoc C 


ated units, which have a beari e 


on each of these major services that 
into one tuneup system is of greafechan 
value to the maintenance end thi 
the automotive industry. In addfsqucin 
tion to this published data oMprs : 
tuneup, the association also issu re 
a universal catalog for its menimyrs 
bers which include 21 of the lea ed 


ing manufacturers of ignition any 42 


carburetion products. rust b 
“The association also furnishes. 
two stock control systems and {You 
embarked upon an_ educational gett 
program aimed at developing morgprern 
competent and efficient tune t ¢ 
men, for which there is a gra pail 


shortage in the industry today. Byyertir 
that I mean men who are tho 
oughly schooled and equally vem 












"nd oO 
satile on both ignition and catder: 
buretion as precision tuneup work y te 
requires that knowledge be coms y n 
bined in the expert ability of thes@ja) , 
highly specialized mechanics.” ve 

Other officers and_ director eC 


elected, in addition to Willis, a 
W. N. Potter of United Motor 
Service, vice-president of the die 
tributors division; A. J. Clark, 
Edison Splitdorf Corp., vice-presie” 
dent of the manufacturers divisior 
George S. Cole, of Leece Nevilk 
Co., secretary-treasurer, and A. E 
Sandt, executive secretary. - 

New directors include the abo 
officers and Geo. J. Beattie, Au = 
Electric Service Co., Ltd., Torontag “At 
Roy Emery, Automotive Serviced 
Co., San Francisco; H. E. Jossely al 
King Seeley Co., Ann Arbor, Mich. If 
R. J. Montgomery, Packard Eledl a 
tric division, Warren, O.; E. Veerce: 
Oehler, Briggs and Stratton Corpiate. 
Milwaukee; H. Schleininge If 
Durham Co., New York City; a 
A. Shank, Electric Auto-Lite Coy~ 5 
Toledo, and R. F. Stevenson, 
Stevénson’s, St. Cloud, Minn. . 

New members admitted into t 
association at the meeting we y! 
Delco Products division, Dayton, 
and U. S. L. Battery Corp., Buffala, I 
nN. ¥. 

In addition to the manufacturer 
and distributor members attending 
the conference were distributors, 
who represent one or more of the 
manufacturer members but who do 
not belong to the association ag 1s 
distributor members. The attend, 
ance of these distributors was ST 
ported as being approximately 251997. 
percent ahead of last year. ' 


Clark Named Head Of 18 
Pontiac Buffalo Zone ae 


PONTIAC —Promotion —— 
Latham Clark from assistant man=,, 7, 
ager of the Pontiac zone to maney, 
ager of the Buff- svail 


alo zone is an- 


SY: 
senge 





nounced by D. U. Fe 
Bathrick, general _ tales 
sales manager of trea 
Pontiac. tre | 
Clark succeeds ; Indu 
Glenn Finney tolls 
who has resigned. the 
Clark first came stro! 
to General Mo- ttar’ 
tors in 1930 and " two 
went with Oak- = tolls 
land in Novem- Latham Clark ‘he 
ber, 1931, as Bos- perc 


ton district representative. He held 1939 
similar posts in Albany and New, G 
York City and in 1934 was ap- Syr 
pointed assistant zone manager of tefl 
the Charlotte zone. He had been Ono 
assistant manager of the Pontiac ‘ota 
zone since last August. ove! 


Gets U. S. Order 


PONTIAC.—The U. S. war depart- Inc,, 
ment has again awarded a contract to B j 
the Yellow Truck & Coach Mfg. Co. for 
for 493 trucks at a cost of $987,834. Han 

n 





TS 
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Vancouver’s Tests Reduce 


rkleed Cited for Tests 
| On Wage-Hour Status 


jal to Automotive News 
n e NEW YORK.—Major importance 
test cases to determine the 
jus of automobile dealers under 
onal acy federal wage-hour law is 
| is beephasized by Ralph Ebbert, man- 
tant. Ager of the Brooklyn and Long 
nstantlygnd Automobile Dealers Assn., 
nt partga current association bulletin. 
f manuegries of such test cases are ex- 
n ratiogdted to be instituted by the 
Ss morgiDA, in co-operation with the 
he tune=tomotive Trade Assn. Managers. 
"7 he — is serious,” Eb- 
declares. “The federal govern- 
nto the nt has held in Texas that a re- 
jl) automobile dealer comes under 
federal act, and collected for 
loyes $599.80 in back wages 












assoc Oct. 23, 1938 when the act 
beari e operative. The dealer prior 
service, that date had been paying his 
of gredfechanics $30 for a 54-hour week, 
end thought he was complying by 
n addfiijucing the hourly wage for 44 
lata s so that the regular wage at 
0 issu reduced hourly rate, plus 10 
Ss me overtime at time and a half 


7 ed $30. The maximum week is 
ion aniw 42 hours, and additional hours 


‘ust be paid for at time and one- 

















irnish . 

and #*You can realize the importance 
cationay getting a quick decision. If the 
1g MOMpreme court holds that a dealer 
tuneuust comply, readjustment will not 
1 STavé painless. Employes may sue for 
day. Byertime pay on all over 44 hours 
e thot the year ending Oct. 23, 1938, 
ly veBd over 42 hours since, and a 
id CaBderal bulletin to employes not 


‘ tells them that but adds that 
Phey may collect in court twice the 
al of unpaid wages. 


“A flat decision that the retail 
“ale of any automobile is in the 

y of interstate commerce, be- 
se the article is manufactured 
~ another state, would make all 
‘ealers subject to the act. This 
ould put virtually all business of 
l kinds in interstate commerce, 


2-pres 
ivisio ; 


3ut the administrator of the wage 
| A. 2 
* “%nd hour law evidently does not 
abow t such a far-reaching de- 
, Autgaion in the near future. 
oronta; “At the present time the wage 
Servicad hour interpretations hold that 
sselyg2 automobile dealer is exempt: 
Mic If he sells entirely at retail 


| Eleg@1 and if he sells more than 50 
. = of his volume in his own 


“) If his wholesaling is not a 
_— ‘substantial’ percentage of his 


on, tal sales. Efforts to get a defini- 





§ 
ito on 

wessyracuse Sales 
ayton, 
uttala In Jan. Second 

t * e . 
cu Best in History 
vutors SYRACUSE, N. Y.—New pas- 
“ho agenser car registrations in Onon- 
on ag@82 county last month totaled 
ttence and topped all previous Jan- 
| lary records except for that month 


sly 25" 1937. The total for January, 
1937, was 802. 
The 561 new car registrations 
last month showed an increase of 
%8 percent over January, 1939. 
fone Used car sales in the county 
in of *XClusive of transfers) last month 
man=2red to 795, compared with 176 
mane" December and 262 in November. 
No figures for January, 1939, are 
available. 
_ February’s automobile retail 
‘tales situation in the Syracuse 
‘trea continues favorable. Dealers 
m tre encouraged over the fact that 
~ Industrial employment and pay- 
tolls are being maintained around 
the high levels reached on the 
ttrong upward movement which 
started early last autumn. Twenty- 
two representative factory pay- 
tolls in Syracuse totaled $433,631 in 
the week ended Feb. 3, up 35.27 
percent compared with the like 
held 1939 week. 
New General business activity in 
| aps Syracuse and vicinity was sharply 
er of teflected in new truck sales in 
been Onondaga county in January, sales 
ntiae totaling 129, a jump of 67.5 percent 
over January, 1939. 
ASC Adds Knapp 
DETROIT. — Associated Sales Co.. 
part~ Inc, announces the appointment of G. 
et iG B. Knapp as controller. Knapp was 
0 for 12 years associated with the Jam 


ndy organization, most recently as 
Controller. 





lark 


tion of ‘substantial’ in terms of 
percentage have been unsuccessful, 
although an attorney for the labor 
department at Washington said 
that 25 percent certainly was a 
substantial percentage of sales. 


“The federal administrator defin- 
itely holds that all jobbers and 
distributors who wholesale goods 
shipped in from other states must 
comply. When a jobber or whole- 
saler does both wholesale and re- 


tail, he need not comply if the 
wholesale percentage is_ insig- 
nificant. 


“Garages and service stations are 
exempt because they are ‘service 


establishments,’ but a dealer’s serv- 
ice station is held liable if it does 
work in connection with the 
dealer’s wholesale end of the busi- 
ness. Outside salesmen are exempt. 

“If a dealer sells parts at both 
wholesale and retail, he may avoid 
compliance on the retail end if he 
segregates the two departments. 
Again, no definite rule for what 
constitutes segregation could be 
obtained, but apparently physical 
segregation of stock, salesmen and 
office workers would be necessary. 
Separate establishments for whole- 
sale and retail were suggested. 

“There are interpretations of the 
law promulgated by the wage and 
hour administrator. They do not 
have the force of law until en- 
dorsed by the courts which decline 
to pass on hypothetical questions. 
Actual litigation is necessary, and 
that is why an immediate test case 
is imperative.” 


13 





Mechanical Defect Toll 50% 


VANCOUVER, B. C.—With the 
end of their first year of operation 
and second testing period less than 
two weeks away, officials of the 
municipal motor vehicle station 
here point to the fact that acci- 
dents attributable to mechanical 
defects were reduced by 50 percent 
in 1939. 

Figures at present on file in the 
office of Sergt. H. S. Gray show 
that 4.4 percent of Vancouver's ac- 
cidents in 1938 were blamed on 
mechanical defects in cars. In 1939 
this number was reduced to 2.5 per- 
cent. That the traffic testing sta- 
tion was largely responsible for 
this improvement seems evident, 
although Sergt. Gray points to the 


fact that exact figures are difficult 
to obtain because of drivers’ 
hesitancy to report defects in their 
own cars after accidents. 


Fifty percent of the cars brought 
in last year failed to measure up 
to “reasonable requirements.” De- 
spite that fact, drivers co-operated 
with station officials and there 
were few protests, attendants say. 

“Greatest number were rejected 
because of faulty headlights,” 
Sergt. Gray says, “approximately 
71 percent falling down in this 
respect.” 


Chris Sinsabaugh’s sparkling 
“Sparks” column is read by the “wide- 
awake” in the industry. 


An Advertisement Written By 


An impartial research organization asked 440 owners, 
officers, salesmanagers and salesmen of 225 automobile 
agencies in and around Philadelphia this question: 


“If only one newspaper were used for new car advertising 
in Philadelphia, which one would you recommend?" 


Survey made by a national research organization by 
owners, officers, salesmanagers and salesmen of 225 
Cadillac-LaSalle-Oldsmobile, 
Lincoln-Mercury, 


HOW THEY VOTED 


Recommendations for The Bulletin .... 
Total for all other newspapers 


Note: 


The 158 mentions of other newspapers are distributed among 2 morning 


newspapers, 2 Sunday newspapers, 1 evening newspaper, 1 tabloid newspaper. 


Chevrolet, 
Graham-Nash- Willys, 


Sn eae eee nee 
Huds Studebaker. 


on, Packard, Pontiac, 


Write for free booklet describing this survey. 





ersonal interview with 440 
ealerships including Buick, 


Ford- 


Here, in their own words are some typical dealer recommendations: 


“Ninety-nine per cent. of our customers tell us 
they saw it in The Evening Bulletin.” 


“The Bulletin—because it gets results that are 
very good. This is the paper to use.” 


“Nearly everybody reads The Bulletin. 


Buyers 


are more guided by Bulletin ads than by any 


others." 


“The Evening Bulletin has the kind of circulation 
that brings the business." 


“The Bulletin is the paper that stays in the home 
and is read completely.” 


“The Evening Bulletin is the paper you see 
delivered at most good homes." 


“The Bulletin has a great deal of interesting 
reading and readers who stick by it." 


“The Evening Bulletin—because shoppers always 
read it before they go to buy.” 


S, Philaddghia— City of Kr 


cveryledy “he Cnming 


nearly 


“The Bulletin reaches more prospects than any 
other—prospects with money." 


“Bulletin—because this paper gets the cream of 


the home reader circulation." 


“The Bulletin is the best circulation you can buy 
because it has readers with money in the bank." 


“The Evening Bulletin carries lots of ads and gets 


many ad lookers.” 


“The Bulletin stays in the local community where 


you find your business." 


“The Bulletin is the paper that is taken home and 


read at leisure." 


“The Bulletin circulation cuts across the different 
classes, hitting both high and low class." 


“I like The Evening Bulletin best because you put 
an ad in and you get answers." 


bulletin 


opyright 1940, Bulletin Co., Philadelphi@ 
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Johnson Cites Pe 


General Explains Differences 


Of NRA and New Patman Bill «,... 


(Continued from Page 6) 


the Federal Trade Commission. It 
has only been restrained by the 
unwillingness of Congress and the 
courts to let it go the lengths to 
which it would like to go. It never 
has had any such unlimited author- 
ity as this. If it gets it this time, 
I would rather be Old Black Uncle 
Tom under Simon Legree than be 
in the business of distributing 
automobiles. 

I can well understand the feel- 
ing of a business man who has 
consistently failed to negotiate the 
kind of deal he wants that he 
should run down to Washington 
and get the government to force 
one for him. But when the govern- 
ment begins to force the details of 
commercial contracts, you have 
gone with one hop-skip-and-jump 
from the American system of free 
enterprise to the Italian corpora- 
tive state or Mr. Hitler’s regimen- 
tation of German business. 

Nobody is more keenly aware of 
these encroachments of the Fourth 
New Deal on business than your 
industry—when the shoe is on the 
other foot. You don’t want it said 
that you are in interstate com- 
merce under federal jurisdiction 
when it puts you under that other 
business baiting gestapo—the Na- 
tional Labor Relations Board—or 
even under the Fair Labor Stand- 
ards Administration. But some of 
you while resenting government 
regulation for yourselves are all 
for it for the other fellow. That 
attempt of one group after an- 
other to shackle others but to 
leave itself free is a slow but con- 
tinuous bite-by-bite and certain 
process of destroying constitutional 
liberty. 

I want to tell you that you are 
playing with the most dangerous 
kind of dynamite. If anything of 
this kind can be done by govern- 
ment for you, it can be done by 
government to you. And it doubt- 
less will be done. You are hooking 
up here with one of the most ef- 
fective business - strait-jacket ex- 
perts in Congress. 

Mr. Patman is the author of the 
Robinson-Patman Act to freeze 
manufacturers resale prices and 
prevent quantity discounts. His 
latest brainstorm is a chainstore 





41.=to hell with 
the guy in the 
corner office! ’’ 


(> your copy of Automotive News 
every Monday when he gets his. 
Don’t wait for it to be routed to 
your desk. News, like fish, is only 
good when it’s fresh! We've made 
it easy for every man to have his 
own copy of Automotive News, by 
offering additional subscriptions to 
the same address at Two Dollars 
Each. Send label from original 
wrapper and $2 for each additional 
name. 

AUTOMOTIVE NEWS, DETROIT 


tax bill to deprive this country of 
the low-price benefits of mass dis- 
tribution. He is one of the smart- 
est politicians and legislative wind- 
jammers and log-rollers in Wash- 
ington. He gets his “this-for-that”’ 
by astute trading. If he supports 
you in this, you will find him de- 
manding your support for prohibi- 
tive chain-store taxes. There is no 
quicker, surer route than this to 
the spread of non-profit co-opera- 
tives and their growing invasion of 
the whole retail field, including 


We are in a perilous transition 
period. The threat to all of us is 
the gradual abolition of our free- 
dom and with it the system that 
produced on this continent the 
highest living standards, the best 
culture, the strongest nation in the 
quickest time in the whole history 
of the human race. Every little 
step in the direction of govern- 
mental regimentation is a step to- 
ward that destruction. In the past 
few years we have taken many 
such steps. It is time to stop, look 
and listen rather than to go fur- 
ther. 

Four years ago no such legisla- 
tion as this  business-restricting 
proposal, to regulate industry by 
refusing it the mails and transpor- 
tation, would even have been con- 
sidered. In a long line of decisions 
the supreme court had held that 
such intrusions of government 
were not within the constitutional 
power of Congress. Now there is 
no probable protection of any of 
our industries from any probable 
action that Congress may see fit 
to take in the way of regimenta- 


tion. 
Out of the Window 

Protection by the supreme court 
in this direction is out the window. 
The court has been weighted—I 
will not say packed—by men who 
were not selected because they 
were impartial or judicial. They 
were selected for the very contrary 
reason that they were believed to 
be intense partisan protagonists 
for a particular political formula. 
The principal term of that formula 
is governmental regulation of busi- 
ness up to the point where regula- 
tion becomes operation—and even 
beyond. It is therefore quite pos- 
sible that, if you can get this law 
enacted, you can get it sustained. 
The last stronghold of the capital- 
ist and profits system of free en- 
terprise is now Congress, rather 
than the court. 

But on that point again I say, 
if it can be done for you, it can 
be done to you. You can’t have 
your cake and eat it, and what is 
sauce for the goose isn’t bran mash 
for the gander. If a law can be 
passed saying what shall be in 
your contracts with distributors, 
another can be passed saying what 
shall be in your contracts with pur- 
chasers—what profit you shall be 
permitted, what service you must 
render, what used-car allowance 
you must make and even that if 
the sold car isn’t satisfactory, you 
must take it back and refund the 
full purchase price—just as laws 
have already been passed and up- 
held saying what wages you shall 
pay to certain classes of labor. 

No Bed of Roses 

You don’t want to be a party to 
any such process of dissolution. 
The retail automobile business 
hasn’t been any bed of roses, but 
neither has it been any poor farm. 
I know plenty of men who have 
made fortunes in it even if I also 
know plenty who have made fail- 
ures. That is a condition of all 
free commerce. The courage and 
labor and intelligence of your 
members have made this great in- 
dustry. Government didn’t do it. 
Government never could do it. No 
law can make one man a good 
merchant or prevent another from 
being a poor one. We hear a lot 
now about laws making everybody 
equal. That can be done by law— 
but only in one direction—down. 
You can’t make everybody equally 
rich and happy. But it is quite 
possible by law to make everybody 
equally poor and miserable. 

To the extent that there are 






By William C. Callahan 
Managing Editor 

DETROIT.—With the present 
plight of America a much-mooted 
topic on our political scene, I greatly 
appreciate the opportunity afforded 
me during the past week to visit 
a session of the Chevrolet Post- 
Graduate School of Merchandising 
and Management for dealers’ sons. 
The contrast was most striking be- 
tween the matter-of-fact business 
attitude in the small classroom on 
the third floor of the General Mo- 
tors building here, and the political 
atmosphere which surrounded the 
convention of the American Youth 
Congress earlier in the week in 
Washington. 


At the Chevrolet school, one 
found a group of earnest young 
men bent on improving themselves 
to a point where their future ef- 
forts could contribute to further 
progress of the country; at Wash- 
ington we had a picture of a group 
of youths urging the application of 
a lot of abstract theories, most of 
which they had scarcely taken the 
trouble to follow through them- 
selves, in order that their own lot 
might be improved. 


Contrast Is Striking 

The contrast was all the more 
striking when R. H. Grant, vice- 
president of General Motors, out- 
lined to these Chevrolet boys the 
possibilities of the future and their 
own opportunity to do things, as 
compared with the demagogic ut- 
terances of CIO chieftain John L. 
Lewis, who pointed out to the AYC 
at Washington that President 
Roosevelt had done nothing for 
them, with the inference that some- 
thing should have been done. The 
Chevrolet method seems infinitely 
so much the sounder of the two. 

Fundamentally, the Chevrolet 
school is not a magnanimous ges- 
ture or an altruistic movement on 


the part of Chevrolet. It is one of | Th 


W. E. Holler’s long-range devices 
for insuring the Chevrolet division 
a reserve of trained men to take 
over dealerships as the present 
dealers decide to drop their active 
participation in the automobile 
field. Through the work done in 
these classes, this new generation 
of dealers can be better grounded 
in the fundamentals of dealership 
operation than even their fathers 
before them. And since they are all 
sons of present dealers, they 
can obtain practical application of 
this knowledge right at home be- 
fore they are forced to take on the 


full responsibilities of manage- 
ment. 
This school, which has _ been 


termed “The West Point of Indus- 
try,” was founded, Mar. 1, 1938, by 
Holler, sales manager of Chevrolet, 
and represents six years of devel- 
opment work. The current class is 
the eighth of the series and in- 
cludes 32 members. To date the 


abuses here, raise hell in the good 
old American way until you get 
them corrected. To the extent that 
there are such frauds and cheating 
as some phrases of this bill suggest 
but which are not punished by ex- 
isting law, propose penal statutes 
that will correct them. But to the 
extent that you are not satisfied 
with the contracts that you have 
freely made, don’t ask Washington 
to come in and make your con- 
tracts for you. Above all don’t ask 
a commission of second string 
bureaucrats to run your business 
for you. If there were one of them 
as competent to run a first-class 
dealer’s establishment as most of 
you, he wouldn’t be in Washington 
in a short term political chicken- 
feed job. He would be out here on 
the firing line with the rest of the 
boys trying to make a permanent 
place in business for himself and 
his family after him. 

Let’s stick by the American 
business system in the American 
way and leave Washington to the 
legitimate business of government 
—which isn’t either to provide 
crutches for industrial lame-ducks 
or to do for American business 
men the jobs that God Almighty 
intended them to do for themselves. 


Industrial West Point 


rolet School for Dealers’ Sons Ranks High 
Among U. S. Youth Movements 
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school has graduated 209 students 
and of this group 54 are now deal- 
ers either with their fathers or 
independently; 136 are assistant 
general managers or department 
heads and 19 are employed as 
salesmen. 

Graduates have come from 
abroad, as well as from dealerships 
within the United States, and in 
the classes to date there have been 
two boys each from Sweden, South 
Africa and New Zealand, one each 
from England, South America and 
Switzerland, and six from Canada. 
For the current class, which started 
Jan. 15, two boys are still enroute 
from South Africa and one from 
Copenhagen, because of delay 
caused by the European war. While 
the cost of sending boys to the 
school from foreign lands runs 
quite high, the average cost for 
boys from the United States, not 
including transportation, is $408. 

Average Age Is 25 

The average age of boys attend- 
ing the classes is 25 years, while 
there have been students ranging 
as high as 39 years old. At the pres- 
ent time, there is a waiting list of 
300 which has made it necessary 
to limit scholarships to sons of 
Chevrolet dealers only. At one or 
two classes sons of dealers repre- 
senting other makes of cars were 
admitted. 

These are the physical setups and 
statistics on the school. What does 
the school do? C. P. Fisken, adver- 
tising manager of Chevrolet, some- 
time ago invited me to sit in on 
some of its sessions to get a first- 
hand picture. Last week T. O. Mc- 
Laughlin, dean of the school, car- 
ried this invitation through and I 
was afforded an opportunity to par- 
ticipate in the classes just as any 
other student would. 

Perhaps the most impressive fea- 
ture such a visit affords is the 
earnestness — by the students. 
ey are not stolid pluggers and 
bookworms but remind a rather 
of the enthusiastic, yet earnest 
group of youngsters so many of us 
met in training camps and officers’ 
training schools when we were about 
the age of these lads ourselves. At 
the particular time that I entered 
the Chevrolet classroom, the sub- 
ject under discussion was the de- 
termination of a breaking point— 
or the num!er of cars required to 
be sold annually by a given dealer- 
ship in order to stay in the black. 

Answers to questions were spon- 
taneous and came from all over 
the classroom. There was an indi- 
cation that, the students had not 
only learned the lesson thoroughly 
but also had absorbed the under- 
lying principles of the situation. 
One student pointed out to me 
that many of the problems in ac- 
counting, which are taught in the 
classes, are so far above the heads 
of the average bookkeeper a dealer 
would employ, that unless the 
dealer himself were familiar with 
them, the average dealership would 
never have the advantage of the 
information which they reveal. 
Thus grounded in these funda- 
mentals, these boys are better able 
to organize their dealerships along 
sound business lines than their 
fathers have been able to before 
them. 

Students Well Grounded 

Among the first objectives of the 
school is to get the students well 
grounded in the background of 
General Motors and its divisions; 
to show them the scope of its op- 
erations and its relationship to the 
national economy. Policies of the 
corporation in relation to its deal- 
ers and the public are outlined in 
full. Its plant operations, engineer- 
ing and production methods be- 
come part of the curricula with 
visits to various units in and 
around Detroit providing a prac- 
tical application of classroom 
studies. Following the study of the 
corporation’s methods and policies, 
the specific operations of Chevrolet 
are gone into. 

Textbooks cover a study of the 
automotive market, with Chevro- 
ganization of a territory and the 
let’s place in that market. The or- 
methods of apportioning it. Use of 
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rils of Govt. Control of Business§ y 


Trial War Orders | jing 


Given to Chrysleriia it 


And to Chevroleder v= 


3 
m 


| price 
DETROIT.—“Educational” mu : e set 
tions orders have been awarded fpr, close 
26 industrial companies, am tory, i 


them two Detroit automobile man the tra 
facturers, Louis Johnson, assista® Graham 
secretary of war, announced Thurfé,dvertise 
day in Washington. 

Chrysler Corp. got a $110,616 om7LE H 
der for shell-making and relatés annou 
items and a $67,732 order for sh@ tion fe 
forgings and related items. Che¥ Grahan 
rolet got a $100,850 order under th», high 
first category and a $36,127 ord@;, that | 
under the second. yk for 

Biggest single order, one f@g the o 
$251,674 for shell forgings and #@ concern 
lated items, went to the Colora@yijll be t 
Fuel & Iron Corp., Denvér. «the Sky 

“so mode! 


local registration figures in a a deli 





petitive market. A complete study job wil 
and interpretation of the Chevrolgucts, 01 
franchise agreement, its policigywood a 
and selling assistance renderegWith G 
Another textbook covers the Ch produ 
rolet product in comparison wiftbers tha 
other cars on the market. Thewuction t 
there is a study of new car operance betv 
tions; wholesale personnel and op 
erations, salesrooms, dealer retak any ( 
organization, salesmen employ, pono: 
ment, training equipment and sup, of th 
ervision, sales managers’ servi man is 
and sales managers’ council. c and 
other textbook is devoted to studi@ y¢ the 
of the Chevrolet truck and its pla@t the , 
in the market. sing VW 
Covers Used Cars y of G 
A textbook, covering the prini textbe 
ciples of used car operation, imstion, it 
cludes those fundamentals applitas give 
cable to both new and used cars and 
well as helpful information i 
building up a used car departmenthigan’s 
appraisal, reconditioning, adverti&yw he i 
ing, display, outlets, pricing, selli 
and management. Sumic Ci 
Car projections and distributioMam w 
showing how projections are mad@jches of 
the mechanics of operation, dis rs, al 
bution, special orders and transpofsleton-C 
tation claims, are covered in atipes on 1 
other textbook. . | with 
Still another textbook covers thech ma 
principles of wholesale and retajfd get 






financing, methods of operatiompe, Me 
credits and collections, GMAC pl I ge 
wholesale and retail and GEIC ins 

surance service. Other textbooks 

cover service, parts and acce NI 
sories, business management, ag of D 
counting forms, questions and » founde 
swers on business managemen ul 
motors holding program, advertig#, becat 
ing, dealer records and repor is t 
dealer committee system, how dynan 
hold meetings, business Engli or sh 
and letters, public speaking andm’t wr 


practical instructions in automobile of tl 
service work. In addition there ar@s not b 
textbooks covering the Chevroletthe hist 
Quality Dealer program and thé@ites the 


Territory Security plan. usual 
Based on Experience oe 


By and large when the stude 
wa completed the sieht week's son 
course at this school, he has cove, 
ered a broader field of selling and 
management information than he 
probably could have obtained iBstion at 
years of actual dealership operas, qotaj 
tion. In addition, the textbooks used, prob 
are based upon the composite CXS for 
perience of dealers operating in ally tiv. . 
parts of the United States as com=,, 4,4, 
piled and interpreted by experts in on 
their various capacities throughout, ;,. 4a 
General Motors Corp. Plus thi 
dealer experience data, the studen * 
also has had the advantage of in- * age 
timate contact with executives of, wage 
the corporation as well as those of irs on 
Chevrolet. The knowledge he hag hough 
gained, plus thorough understand= Salen 
ing of factory policies and a mu+) 
tual confidence built up by his as~,,, 
sociations with factory personnel 
and executives, should lead to a 
much sounder appraisal of the in- 
dustry as a whole when the grad- 2EFEI 
uate returns to his home. ion 

Leastwise, I cannot help but feel stry v 
that this movement on the part of nic of 
Chevrolet should rank high among 2 the | 
the youth movements in this coun- tely s 
try today. It does not give the , . 
youth a thing—it provides an op- ny 
portunity for him to get something wrbed 
for himself. And on this basis he tional 
probably will value what he got tg» n 


more highly. nid se 
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(Continued from Page 1) 


rs ‘ ‘ 
, asking prices. The facto 
] r outright at a net price and 
MCE that it is left to the discre- 
l of the distributor what the 
f Emer pays. Johnson figures a 
|price may prove a han 
MuUMygme sections, but the . 
ded tr, closer to the market than 
aAMOMgctory, is the best judge as to 
man the traffic will bear. There- 
Sista§ Graham will have no nation- 
Thufé,dvertised price. 
*_ * * 


316 @MILE HUPMOBILE has not 
elat®s announced formally its plan 
r Sh8 tion following its coalition 
or Graham, I get it from the 
s high command that the 
Ord@ is that Graham will build the 
ark for Hupmobile, thus re- 
e fg the overhead for both par- 
id concerned, and that Hupp’s 
loraGyill be to find dealer outlets to 
*the Skylark, which will come 
vo models, the Skylark and the 
come deluxe. At Graham this 
study job will be offered as Graham 
vrolgucts, one to be called the 
slicigywood and the other the Clip- 
jereg With Graham this will be the 
ae production job, the bread 
withers that will enable to get a 
Théwuction that will mean the dif- 
peraace between profit and loss. 
d op * % §% 


rata’ ANY ONE writer is entitled 
7 Fie honor of being the real his- 
rig of the automobile industry, 
” Agman is Arthur Pound, born in 
udiet@¢ and thusly steeped in the 
pla of the motor car business. 
% the one who wrote “The 
ting Wheel,” which is the 
y of General Motors, an of- 
priny textbook of the giant cor- 
, imation, it might be called. Also 
pplitas given us “Once a Wilder- 
rs and 4 sequel, “Second 
,’ which are the saga of 
nenthigan’s automobile industey. 
gow he is contributing more on 
MZ same subject in “Detroit: 
_ jamic City,” illustrated by E. H. 
itiofam with magnificent pencil 
ad@iches of Detroit’s architectural 
Ss rs, and published by the D. 
pofeleton-Century Co., New York. 
alipes on the bookstands next Fri- 
7 with a $5 price tag on it. 
thech makes me wonder if I 
stajld get five smackers for my 










‘iompo, Me?” if, as, when and 
D1 I get a publisher. Probably 
ins 

ks * * ad 


cegsHIS NEW BOOK of his is a 
agey of Detroit from the days of 
»founder, Sieur de la Mothe 
en up to the present. Natur- 
‘tig, because the automobile in- 
r is the main blood stream of 
ta dynamic city, Pound gives it 
lishajor share of his attention. But 
andin’t written in the usual heavy 
bilee of the average historian; it 
arés not bristle with statistics, nor 
)letihe historical side overdone. He 
theites the automobile section in 
usual fluent style, with ref- 
aces to the trials and tribula- 

% of such pioneers as R. E. 
ntiy Charles B. King, Henry Ford, 


xT C. Durant and Henry M. Le- 


nee oe = © 


MeIND THEN he discusses pro- 
-qe ton and selling methods, going 
ed. detail on the automobile la- 
che problem. He compares De- 
alts former “open shop” with the 
_ective bargaining which we 
i ve today and writes that “no 
ptt many industrialists and 
igttteds of thousands of ordin- 
ney conservative working men 
na glad the fight is over, at least 
of the extent indicated. The strug- 
, Waged under cover so many 
ag, came into the open at last. 
_ hough not final and conclusive, 
1- Solved itself into one of those 
s¢ mic struggles which are in- 
‘able and yet difficult to assay 
reference to ordinary standards 
,. ‘ight or wrong.” 
j- * * * 
REFERRING to the fact that 
Pi then infant automobile in- 
ef stry was not affected by the 
f nic of 1907, Pound feels that by 
g& 2 the industry had become com- 
\- tely sensitive to the ups and 
e "ns of the national income and 
.. “eral business activity. 
good years,” he writes, “it 
‘“rbed roughly 3.6 percent of the 
t tional income; but in bad years 
tso much because the old cars 
uld serve another year or so. 
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B Chris 
r Sinsabaugh 


Also time sales are dependent 
upon the earning products of the 
applicant for credit. The old bogey 
of the saturation point had been 
reached to this extent: the in- 
dustry now depended upon the 
general prosperity. It was no 
longer immune to trends affecting 
other lines.” 
* * * 

CORROBORATIVE evidence 
supporting the claims made by this 
column as to the value of automo- 
bile sections rather than automo- 
bile columns in the daily news- 
papers in developing motor travel 
and interest in the industry itself, 
has been received from the west 
coast. They KNOW out there and 
Art Dawson, district manager in 
Los Angeles for Cadillac, in his 
letter herewith reproduced, goes 
into detail as to the proven merit 
of automobile sections and par- 
ticularly California’s celebrated 
motor logs which get John Q. 


Public and his family out on the; 


country roads of a Sunday to visit 


| these places described in the Sun- 
day papers. Writes Art: 

“Have just read your excellent 
analysis of our Sunday automobile 
sections in ‘Sparks’ of Feb. 5—and 
EXCELLENT is the word! I 
agree with you! The automobile 
sections have done much toward 
making California the greatest 
motor-car state in the union. Also, 
the automobile sections have built 
our highways and done a great deal 
toward educating the public in 
traffic safety. 

“You will remember that a few 
years back Don Lee pioneered the 
Pan-American highway by sending 
a Cadillac down the west coast of 
Mexico. What section of the news- 
paper told the public about this 
great enterprise and thereby start- 
ed the ball rolling toward the 
present fine Pan-American High- 
way?—the automobile sections, of 
course. 

“When Cadillac was winning 
fame in the annual Phoenix road 
race, which resulted in the excel- 
lent network of highways which 
now crosses and re-crosses the 
desert, the automobile sections of 
our newspapers told the story. 

“When the Cadillac V-8 broke 
the record between Los Angeles 
and San Francisco—both valley 
and coast routes—who told the 


world of this great event which 
has resulted in shortening the 
distance between the two great 
California cities, broadening the 
roads into four-lane highways 
(which you well know, having re- 
cently toured our fair state) ?7—the 
automobile sections! 

“The automobile sections also 
have made a year-round play- 
ground of Yosemite, the Lake 
Tahoe region, Palm Springs, Ar- 
rowhead, Big Bear and so many 
other spots that are now subjects 
for our motor logs. Because of 
this the public has become edu- 
cated in reading automotive news 
in the automobile sections and we 
of the industry hold a place in the 
spotlight just like the movie stars, 
the ball-players, and the college 
football heroes—and boy, we like 
it! 

“I think you deserve a vote of 
appreciation from all the dealers, 
salesmen, and factory brass-hats 
here on the west coast. I subscribe 
to three cheers for Chris Sinsa- 
baugh, and a lot of your friends 
here join me 100 percent, includ- 
ing Joe Brown and your old pal 
Fred Pabst.” ‘ ‘ 


AND JOE BROWN, Don Lee 
manager in Los Angeles, represent- 
ing Cadillac, chips in thusly: 

“Just read your article’ in 


15 


Automotive News of Feb. 5 in ref- 
erence to the automobile section of 
the Sunday papers. I think this is 
good and wish you could convince 
some of the advertising managers 
back there that it is well worth 
the additional money, as I believe 
there are more people reading this 
section than the factories give 
credit for reading it. Keep up the 
good work.” 


Howry Elected Head 
Of Denver Dealer Body 


DENVER.— Denver Automobile 
Dealers Assn. during the past week 
elected Kirk Howry, Howry-Berg 
Motor Co. (Plymouth), president 
for the ensuing year; Sam Marcus, 
Marcus Motor (Studebaker), 
vice-president, and Thomas Bra- 
den, secretary-treasurer. 


Oscar Kelton, Kelton Bros. Inc. 
(Pontiac-LaSalle); Bernard Ma- 
honey, Murphy-Mahoney (Chevro- 
let); Charles Brokaw, used car 
dealer, and Archie Davis, Davis 
Motor Co. (Ford), were elected 
directors. Holdover directors are 
Charles Hiliker, Hiliker Motor Co. 
(Ford), and O, L. Davis jr., Moun- 
tain Motor Co. (Packard). 


To feel the pulse of the industry, 
consisten t reading of Automotive News 





is a n 


oman’s place is in the 


Nobsopy need 


tell to- 


day’s car dealer that, while men may sign the 
checks, it’s women who make up the minds! 


Which is just one more reason for the fact 
that lots of smart dealers are specifying canda 
cloth upholstery when placing their new-car 


orders. 


Not only do women “know” cloth—they know 
canda cloth—judging from the way they raved 
about it at the auto shows. And, for once, the 
men joined in the chorus! 


Particularly, it seems, they like the silken-soft 


COLLINS 


* * 


smoothness of this mod- 
ern upholstery fabric that does not clutch at 


clothing. 
And as for luxury of looks 


and comfort, a 


smartly appointed living room is about the 
only thing that compares with a modern car 
interior upholstered with canda cloth! 


To all this, add the facts that canda cloth is 
durable almost beyond belief; that it can 
readily be washed with soap and water; that it 
costs the new-car buyer nothing extra—and you 
appreciate why it really does help sell new cars. 


Really does!* 


* * 


£€& AIKMAN CORPORATION 


200 Madison Avenue, New York City 
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San Antonio Used 


Average Value of Vehicles 


Sold Also Drops in Month 


Special to Automotive News 

SAN ANTONIO, Tex.—Used car 
sales for January, as reported by 
the dealer-members of the San 
Antonio Automobile Trade Assn., 
reflected the breathing spell busi- 
ness takes following the holidays. 
Although more cars were sold dur- 
ing this past month, the average 
value of the cars’ sold declined, and 
the number of cars on hand at the 
end of the month showed an in- 
crease. The report follows: 

There were 1,244 cars on hand 
at the end of December, and 1,127 
sold during January, for a unit 
turnover of 91 percent, as com- 
pared to 99 percent for the pre- 
ceding month. The cars sold had a 
total value of $306,666, a turnover 
value of 73 percent, as compared 
with 84 percent for December, and 
an average value of $272 against 


Asks Six-Month Limit 


On Emergency Fuel Tax 


NEW YORK. — Recommendation 
that this state’s two 1-cent per 
gallon “emergency” gasoline taxes, 
if re-enacted at all, be placed on a 
six months’ contingency basis, one 
or both of which would expire 
automatically Jan. 1, 1942, if reve- 
nues from the first six months of 
the next fiscal year are sufficiently 
above the present estimates, has 
been made by Elmer Thompson, 
secretary of the Automobile Club 
of America. 


Under Gov. Lehman’s recently 
proposed budget, the 
“emergency” taxes, including the 
third and fourth cent of the state’s 
present gasoline tax rate, would be 
extended one year beyond their 
June 30 expiration date. This 
would be a continuation of the 
policy followed in recent years. 


* 


“Big Business” is staying 
in increasing numbers at 
The Waldorf-Astoria. Yet 
the growing total of 
Waldorf registrations 
makes no difference in 
the personal attention we 
devote to the comfort of 


each individual guest. 


PRESIDENT 


WALDORF 
ASTORIA 


Park Ave. © 49th to 50th * New York 





so-called ' 


$296. There were 1,351 cars on hand 
at the end of the month having a 
total value of $436,024, and an 
average value of $323 against $342 
for December. 


During December there were 1,- 
101 cars sold for a unit turnover of 
99 percent, a total valuation of 
$326,051, a turnover value of 84 
percent, and an average value of 
$296. There were 1,244 cars on hand 
at the end of the month having a 
total valuation of $414,758 and an 
average value of $342. 


During January, 1939, there were 
959 cars sold for a unit turnover 
of 82 percent, a total valuation of 
$266,207, a turnover value of 70 per- 
cent, and an average value of $278. 
There were 1,150 cars on hand at 
the end of the month having a to- 
tal value of $363,932 and an aver- 
age value of $316. 


In January, 1938, there were 1,- 
032 cars sold for a,unit turnover of 
73 percent, a total valuation of 
$312,916, a turnover value of 71 per- 
cent, and an average value of $303. 
There were 1,515 cars on hand at 
the end of the month having a to- 
tal valuation of $450,848, and an 
average value of $298. 


30 Registrations 
In Mass. Show 
Gain Over 1938 


BOSTON.—Massachusetts reg- 
istration certificates issued last 
year totaled 1,106,317 units, com- 
prising 982,897 cars and 123,420 


, trucks, Registrar Frank A. Good- 


win reports. For 1938 the figures 
were 908,514 cars and 117,536 trucks, 
totaling 1,026,050. Broken down the 
1939 increase was 74,383 cars and 
5,884 trucks, or 80,267 units. 


However, when the re-issues are 
deducted the net increase is lower. 
In 1938 there were 170,391 re-issues 
of cars making the net 738,123. For 
trucks the figure was 12,215, or a 
net of 105,321. This total of 183,606 
cut the 1938 net vehicles to 843,444. 


For 1939 the gross passenger car 
certificates of 982,897 was lowered 
to 785,790 because there were 217,- 
107 re-issues. Also of the gross 
123,420 trucks there were 15,749 
re-issues, making the net 107,671. 
The two totals made the 1939 net 
893,461 which was 50,017 above 1938 
figures. 

Last year 3,253 dealer and serv- 
ice licenses were issued against 
2,981 in 1938, a gain of 272. Also 
35,959 more re-issues of drivers’ 
licenses are reported. In 1938 the 
figures were 1,164,620. Last year 
1,200,579 were given out. 


Receivables Rise 


BALTIMORE. — The twenty-eighth 
consolidated annual report of _ the 
Commercial Credit Co. for the year 
ended Dec. 31, 1939, shows gross vol- 
ume of all receivables acquired by the 
company during 1939 was $625,868,942 
compared with $524.345,719 for 1938. 


To feel the pulse of the industry, 
consistent reading of Automotive News 
is a necessity. 
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Car Stocks Up Despite Sales Gaile 
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NEW SEAT ADJUSTER, invented by J. P. DeRose, Berkeley (Calif.) dealer, 


is bein 
sory. 


offered by National Stamping Co., Detroit, as a dealer-installed acces- 
e device permits 45 different positions, controlled by a single lever at 


driver’s fingertips. Carriage track, manufactured to fit the standard measure- 
ments of various model seats, is shown in the lower lefthand photo above. It 
comprises three horizontal slots (front and rear) which control the vertical 
movements of seat. Five vertical slots in center of track control horizontal move- 
ments. ‘“‘Dogs,’”’ or retractable pins, are moved into desired positions by means 
of hand lever. Four photos above show some of positions possible with new 


device. 


New Front Seat Adjuster 
Gives 45 Different Positions 


DETROIT.—A new type front; which will be offered only as a 


seat adjuster, with 45 different po- 
sitions possible, is announced by 
National Stamping Co. which is of- 
fering the device to automobile 
dealers as an accessory. 

The device, invented by J. P. 
DeRose, a Berkeley (Calif.) dealer 
for the past 23 years, moves the 
seat back and forward as well as 
up and down. In addition, the seat 
can be changed to various angle 
positions while driving, by means 
of a control lever located at the 
driver’s left-hand finger tips. 

The device permits a 1%-inch 
vertical movement of the front 
seat and a horizontal movement of 
about five inches. A 45-degree 
angle tilting of the seat, both back- 
ward and forward, is also made 
possible by the device. 

Installation of the new device, 


Farm Truck Tax 


ALBANY, N. Y.—A flat license fee 
of $6 a year on all farmers’ trucks 
not exceeding 3,600 pounds unladen 
weight and used by farmers for their 
own needs, not for hire, would be 
provided by terms of a bill intro- 
duced in the state legislature here 
by Senator Walter W. Stokes. Last 
year a law was enacted here provid- 
ing for a special $1 annual license 
fee for farm trucks used on public 
highways only for the purpose of 
passing from one part of a farm to 
another. 





HUDSON ACCESSORY and parts sales booming in Northwest. Thomas H. 


Stambaugh, center, 


Hudson director of national service operations, 


found parts 


and accessory sales booming when he visited the Pacific Northwest recently. 


Stambaugh is shown here 


Hudson distributor for the Seattle territory; 


going over the records with Dick DuBois, 


right, 
Harry Sims, parts manager for 


Dick DuBois, Inc., and Sam Spilk, standing, service manager. 


dealer-installed accessory for the 
time being, is said to require about 
30 minutes. The carriage track will 
be manufactured to fit the standard 
measurements of various model 
seats, without the necessity of bor- 
ing additional holes, etc. 


Car Show Proves 
Stimulus to Sales 
In Jersey Area 


JERSEY CITY, N. J.—Automo- 
bile sales in this area are being 
stimulated by the 1940 Hudson 
County automobile show which 
opened Feb. 17 in the Jersey City 


Armory and will continue through | a 


Feb. 24, under sponsorship of the 
Hudson County Automobile Deal- 
ers’ Assn. More than 125 cars, in- 
cluding every major make, are be- 
ing shown in the annual exposi- 
tion. 

The policy of the Hudson County 
Automobile Dealers Assn. of let- 
ting the cars speak for themselves 
at the show is being followed this 
year as it has in former presenta- 
tions. Each make of car is being 
displayed in all models and colors, 
and ample space has been left be- 
tween all cars to give everyone 
opportunity to examine every car 
without being crowded or rushed. 


In conjunction with the auto- 
mobile show, an annual flower 
show and sports show are being 
staged at the same time in the 
armory, thus adding to attraction 
of the event. Besides the new 
models, the section of the armory 
devoted to the automobile show 
also includes displays of the -state 
motor vehicle department, state 
highway department, state depart- 
ment of commerce and navigation, 
and the Jersey City police depart- 
ment. 


Offer New Preservative 


CHICAGO. —A_ rubber lubricant 
and preservative, which is said to 
eliminate many of the “hard-to-find” 
squeaks and rattles caused by fric- 
tion on a car or truck, is announced 
by Alemite division of Stewart-War- 
ner Corp. It is for the preservation 
of rubber shackles, mountings, grom- 
mets, linkage, insulation strips, and 
all rubber parts exposed to wear, 
weather or frictiun. 


é 


‘ 





1940 Price List 


Following is @ list of new passenger car 
livered prices for 1940 at point of manufaét 
Prices shown, with the exception of 
Overland, include standard equipment and 
eral taxes. Willys-Overland prices are f) 
Toledo before taxes. Ford, Mercury and Ling 
Zephyr prices do not include federal or @ 
taxes. 

BUICK—Series 40 Special, Bus. ope., 
spt. cpe., $950; 2-dr. tour. sed., $955; 
tour. sed., $996; conv. cpe., $1,077; conv. pines 
$1,355. Series 50 Super, spt. cpe., $1,058; Hac 
tour. sed., $1,109. Series 60 Century—4-dr. & 
sed., $1,211; conv. cpe., $1,343; conv. phim 
$1,620. Series 70 Roadmaster—Spt. cpe., $ 
4-dr. tour. sed., $1,359. Series 80 Limit 
dr. tour sed.*, $1,553; formal sed.*, §$ 
conv. phae.*, $1,952. Series 90 Limited—¢ 
4-dr. sed.*, $1,942; 8-pass. tour. sed.*, $2 oT 
lim.*, $2,199. Sy Br 
“With underseat heater. ’ 

CADILLAC, Series 40-62—Cpe., $1,685; 
sed., $1,745. Sixty Special—Tour, sed., 
Series 40-72—Tour sed., $2,670. Series 
Fleetwood—5-pass. tour. sed., $2,995; 7 
tour. sed., $3,210; 2-pass. ope., $3,280; 5: 
cpe., $3,380; 5-pass. town sed., $3,635; 2 
conv. cpe., $3,380; 6-pass. conv. sed., $3 
8-pass. tour. sed., $3,105. Series 40-90 Si RD 
—$5,140 up. ; 

CHEVROLET Deluxe Series—Town sed., 
sport sed., $802; bus. cpe., $720; 4-pass. 
$750; cabriolet, $873. Master Deluxe SermeWS 
Town sed., $725; sport sed., $766; bus. 
$684; 4-pass. cpe., $715. Master 85 Serl 
sed., $699; sport sed., $740; bus. cpe., $65@ameAl”! 

CHRYSLER, Reyal—3-pass. cpe., $895; 6- 
cpe., $960; Vict. sed., $960; 6-pass. sed., Siam 
Windsor—3-pass. cpe., $935; 6-pass. cpe., 
Vict. sed., $995; 6-pass. sed., $1,025. Tra 


8-pass cpe., $1,095; 6-pass. ope, $1,150; MOTAL4 
sed., $1,150; 6-pass. sed., $1,180. New Y 

3-pass. cpe., $1,175; 6-pass cpe., $1,230; ou 
sed., $1,230; 6-pass. sed., $1,260. Saratampey, A 
Spt. formal, $1,375. Crown Iimperiai—s- tio! 


sed., $2,345; sed.-lim., $2,445. 

DE SOTO, Deluxe—Cpe., $845; 2-dr. tour 
$905; cpe. with aux. seats, $905; 4-dr. 
sed., $945; 7-pass. sed., $1,175. Custe 
$885; ope. with aux. seats, $945; 32-dr. 
sed., $945; 4-dr. tour. sed., $985; 7-pass. 
$1,215; 7-pass. lim., $1,290. a 

DOEDGE—Cpe., $755; deluxe cpe., $803; 
with aux. seats, $855; 2-dr. sed., $815; d 
2-dr. sed., $860; 4-dr. sed., $855; deluxe 


sed., $905; 7-pass. sed., $1,095; 7-pass. RO! 
$1,170. 

FORD, 60 Horsepower Motor—Tudor regis 
$640; fordor sed., $685; cpe., $600; bus. ral 
$620. 85 Horsepower Moter—Tudor sed., 
fordor sed., $725; cpe., $640; bus. cpe., uons 
station wagon, $850; deluxe tudor, $740; daml by & 
fordor, $785; deluxe cpe., $700; deluxe metro 
cpe., $720; deluxe conv. club cpe., $825; dell ‘. 
station wagon, $920. - 

HUDSON, Six (Traveller)—Cpe., $670; the 
cpe., $750; 2-dr. tour. sed., $735; 4-dr. was 
red., $763; Deluxe—Cpe., $745; Vict. ope, 8 oO! 


tony. cpe., $930; 2-dr. tour. sed., $775; 
tour. sed., $806; conv. sed., $955. Super 
Upe., $809; Vict. cpe., $860; conv. cpe., 
t-dr. tour. sed., $839; 4-dr. tour. sed., 
vonv. sed., $1,030. Country Club Six—4-dr. @& 
ted., $1,018; 7-pass. sed., $1,230. C 
1860; Vict. cpe., $942; canv. cpe., $1,087; 


sed., 
sed., $1,118; 7-pass. sed., $1,330. 
LASALLE, V-8 Series 40-50 — 2-pass. 
$1,240; 5-pass. tour. cpe., $1,280; 5-pass. 
sed., $1,820; 2-pass. comv. ope., $1,395; 5- 
“pass. ope., $1 


eeeee 


LINCOLN - ZEPHYR —8-pass. cpe., $1 
sed., $1,400; club ope., $1,400; conv. cpe., 
770; town-lim., $1,740; Cont. cab., $2,840. 

MERCURY—32-dr. sed., $920; 4-dr. town 


$960; sed. ope., $960; club comv., $1,050; omy, 

sed., $1,180. , 
NASH, LaFayette— Bus. cpe., $795; 

sed., fast back, $845; all-purpose cope, $@B..... 


$1,085. Ambassador Eight—Bus. cpe., $1,135 2%, 
. wed, fast back, $1,165; all-purpose aq’ '** 
$1,170; 4-dr. sed., fast back, $1,195; 4-dr. 
trunk, $1,195; all-purpose cab., $1,295. 
PACKARD, One Ten—Bus. Cpe., $867; @ 
cpe., $924; conv. ope., $1,087; 2-dr. sed., $88 
4-dr. sed., $975. One Twenty—Bus. cpe., $.¢ 


w.b.)—Bus. cpe., 
conv. cpe., $1,775; club sed., $1,717; conv. 
$2,050; 4-dr. sed., $1,682 (138-inch w.b.)—4 
sed., $1,895. (148-inch w.b.)—Lim., $32,154; ' 
pass. sed., $2,026. One Eighty (127-inch w.b.} 
Club sed., $2,228. (138-inch w.b.)—5-pass. 
$2,825; 4-dr. tour. sed., $2,395. (148-inch w. 
.» $2,654; tour. sed., $2,526. i 

OLDSMOBILE, Series 60— Bus. cpe., 
club cpe., $848; 2-dr. tour. sed., $833; 
tour. sed., $899; conv. cpe., $996. Series 
Bus. ope., $865; club ope., $901; 2-dr. 
sed., $912; 4-dr. tour. sed., $963; conv. 
$1,045. Serles 90—Club cpe., $1,069; 4-dr. 
sed., $1,131. 

PLYMOUTH, Roadking—Cpe., $645; 2 
; $699; 4-dr. tour sed., $740. Pi 
outh Deluxe—Cpe, $725; 4-pass. cope. ( 
seats inside), $770; 2-dr. tour. sed., $775; 4 


tour. sed., , 
PONTIAC Deluxe Six—Cpe., $835; 
$876; cab., $1,003; 2-dr. tour. sed., 


3 spt. 

$881; > 
tour. sed., $982. Deluxe Elght—Cpe., $875; 
cpe., $913: eab., $1,046; 3-dr. tour. sed, soiptylan 


MO 





$1,016; 4-dr. tour sed., $1,072. uri 
STUDEBAKER, Champion Custom—Cpe., 

with opera seats, $695; club sed., $700; 4-@iatana 

sed., $740. Deluxe—Cpe., $705, with opers 

$740; club sed., $745; 4-dr. sed., $785. Mu 

mander—Cpe., $895; club sed., $935; 4-dr. © 

$965. President—Cpe., $1,025; club sed., $1, 

4-dr. sed., $1,096. wth C 
WILLYS, Speedway—Cpe., $495; sed., 

Deluxe—Cpe., $590; tour. sed., $620. 


‘ath C 
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AN’s Production Estimate 


(U. S. and Canada) 
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car 

manufagt WEEKS ENDED FEB. 1%, . 10 
ot onal Jan.1 Jan.1 
s are fy Week Same Week Feb. to to 
and Ling Ended Week Ended to Feb.18 Feb. 17 
oral or # Feb.17 1939* Feb.10* Date 1939* 1940* 
on. MOTORS ....... $8,428 33,515 388,284 90,901 484 276,257 
goss; gevrolett .........., 23,000 19,715 23,100 55,540 189,875 165,605 
oy 6,688 5,157 6,676 16,119 38,256 45,639 
ae Ds S 0 wes 50 de ee 4,400 3,630 4,401 9,899 24,080 31,044 
onr. pumobile .......... 8,600 4,188 38,3872 7,868 26,828 28,817 
cpe., $ Salle ......... 740 825 735 1,475 6,895 5,152 
Hmte@YSLER ........... 24,275 20,080 23,585 57,584 141,866 164,573 
ited—~6 rrr 11,950 10,925 11,200 27,890 76,160 78,805 
od.*, $a Te B66 0866640000 7,600 6,110 7,570 18,210 42,405 52,063 

geysler .....-- ese 2,600 1,650 2,627 6,291 18,316 18,972 

s10e5; Soto ............. 2125 1,395 2,188 5,143 9,995 14,738 
sed., F6OUVE CES VRC O88 19,380 18,250 21,585 50,681 149,568 159,597 
~ eee rrr re 16,800 15,625 18,750 48,940 128,498 138,635 
Set, CEMET secece eee eee 2,000 2,015 2,210 5,198 16,050 16,265 
635; 2queoln-Zephyr ...... 580 610 625 1,493 5,020 4,697 
ed., IBAKER{ ....... 2,860 1,655 2,860 6,864 9,170 16,327 
1-90 SIMBARD ............ 2,400 985 2,110 4,510 6,880 9,964 
, ee eer re 1,400 1,110 1,110 2,810 7,125 8,462 
NN, TN 66-5 0:0.655.0% 56:060.6 « $ 1,817 1,176 1,176 11,420 7,868 
ae S-OVERLAND?{. 1,028 + $ 1,028 2,215 3,298 
ba ee rere 85 60 t 85 490 | 484 
C., $65: PAW 0c te tet ett ee t $ ¢ t 107 ¢ 
895; 6-MMOBILE ......... $ $ $ t 80 + 
oe DUSt 7,900 4,350 7,895 18,995 40,655 43,333 
. Tra ameiccinneh sicknemi «© cian, tains © tinal 
NOES MEET 6 660.6666. 600066 97,751 81,822 98,555 234,534 ) ) 600,560 690,163 

. o ‘ALT 
380; 4. tIncludes trucks. Closed. Miscellaneotis includes Crosley, 
Sarataey, Autocar, Brockway, Diamond T, Divco, Federal, GMC, Indiana, 
‘lal—8-Mnational Harvester, Mack, Reo, Sterling, White, etc. 
‘ca. y * : 
—gnuary Car Registrations 
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re ROIT.— January passenger | activity over the country is spotty. 
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40; dad by advance city returns from 
eluxe Bmetropolitan centers compiled 
25; dae L. Polk & Co. The reports 
670; the first 26 days of January. 
4-dr. i was presaged by earlier Polk 
ne, on January new car sales, 
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1. # Plant Activity 
—Gylam....... steady; 85, five days 
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boost of 47 percent is indicated for 
the West North Central states, a 
slump of 13.33 percent is forecast 
for the Pacific region. 


Other Polk figures on January 
registrations as compared to De- 
cember figures are as follows: 


New England states, up 29.88 
percent; Middle Atlantic, up 2.68 
percent; East North Central, down 
5.33 percent; South Atlantic, up 
4.68 percent; East South Central, 
down 7.72 percent; West South 
Central, down 8.84 percent, and 
Mountain Region, up 22.59 percent. 


For the nation as a whole, Polk 
compilations point to a January 
registration gain of .19 percent 
over December. . 


Heads Truck Council 


HARRISBURG, Pa.—(UTPS).—Theo- 
dore H. Ferguson, Bloomsburg, has 
been elected chairman of the Columbia 
County Council of the Pennsylvania 
Motor Truck Assn. The following were 
elected directors: A. D. George, Ber- 
wick; Bernard A. Breech, Catawissa; 
EB. P. Chapin, Benton; Alfred A. 
Maurer, Bloomsburg and Edmund L. 
Miller, Danville. 
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February Total 
Expected to Top 
1939 by 15-20% 


By Pete Wemhoff 
panoeiate Editor 

DETROIT.—Unless too severe a 
decline sets in during the last two 
weeks of the month, February’s 
total car and 
truck produc- 
tion will top 
February, 1939, 
by 15 to 20 per- 
cent, according 
to AUTOMOTIVE 
News estimates. 


From Feb. 1 
to Feb. 17 the 
industry turned 
out a total of 
234,534 cars and 
trucks. On this 
basis, it is ex- 
pected that the 
month’s final 
total will ex- 
ceed 370,000 
units, barring 
heavy plant cur- 
tailments. This 
figure would 
compare with 
317,517 units as- 
sembled in 
February, 1939, 
and with an 
estimate of 465,- 
383 in January 
of this year. 


Production 
during the past 
week declined 
slightly to 97,- 
751 units from 
the previous 
week’s 98,555 
vehicles. In the comparable period 
of 1939 a total of 81,822 units were 
assembled. 


Only appreciable drop in output 
last week was noted at Ford, 
where operations are on a four-day 
basis. Chrysler divisions showed a 
slight gain over the previous week, 
while General Motors divisions re- 
mained steady. 


GM’s total for the past week, 
ended Feb. 17, is estimated at 38,- 
423 cars and trucks, which com- 
pares with 38,284 units in the 
previous week and 33,515 vehicles 
in the comparable period of 1939. 
Chevrolet and Buick are operating 
five days, with Pontiac and Olds- 
mobile working four days each and 
Cadillac-LaSalle three days. 

Chrysler divisions, all of whom 
are still working on a five-day 
basis, turned out 24,275 cars and 
trucks last week. This contrasts 
with 23,535 units in the previous 
week and 20,080 units a year ago. 

A total of 19,380 cars and trucks 
were assembled last week by Ford 
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{ifeck’s Production Declines Slightly to 97,751 Units 








Passenger Car Registrations 
21 STATES FOR JANUARY 














Jan. 
to Jan. 1940 1989 Unit 
Date Pos. 1940 Pos. 1939 Pos. Gain 
GHOVIOIE ccccvecctcvsscvcvne 19,298 1 19,298 1 14,992 1 4,306 
EE ROSA FCCC eve bee CNC ON EES 12,095 2 12,095 2 10,843 2 1,252 
Plymouth ...........-..0000 8,661 3 8,661 8 8485 3 176 
CEE 6 00.66.0005 09.60 600 v.00 808 6,112 4 6,112 4 4,233 4 1,879 
POMEINS csi cccsccscrveescveve 4,343 5 4,343 5 . 2,960 7 1,383 
RL dines 06 seers ssesccesven 407% 6 4,075 6 4,142 5 67 
Oldsmobile ..........sseceees 3,804 7 3,804 7 3,093 6 711 
Studebaker ........--++sseee 2,019 8 2,019 8 929 13 1,090 
Mercury ....--.-seseeereeees 1,883 9 1,883 9 1,179 10 704 
BudSON ...ce ccc ccccesscvees 1,803 10 1,803 10 1,035 12 768 
Chrysler ......---sssssseeees 1,681 11 1,681 11 1,495 8 186 
Packard ...cccccccccsssccces 1,423 12 1,423 12 862 14 461 
TERE cctsecvscovecsesrssenes 1,409 13 1,409 18 1,342 9 67 
De BOtO .vccccccssevcsscccces — > _ —— > = 
“acon Si: Sk Res 
aan. en ,, Fe eee 18 18 18 18 103 18 a5¢ 
Hupmobile ......--+-++-++++: 3 19 3 19 14 19 11 
Miscellaneous ......-------+> 36 36 12 24 
PR iv citsrcnndessencee’ 71,710 71,710 58,306 18,404 
*Loss 





divisions (Ford, Mercury and Lin- 
coln), which compares with 21, 585 
units in the previous week and 18, - 
250 vehicles in the same week of 
1939. 

Assemblies were boosted last 
week at Hudson and Packard, but 
Studebaker’s total continued to top 
the independent producers. Willys- 
Overland and Bantam resumed 
final assemblies while Nash was 
closed for the week. 


Hudson Enlarges 
Distributing Setup 
In Cincinnati Area 


CINCINNATI.—In line with Hud- 
son sales progress nationally, which 





continues to set new spring rec-|to 


ords, Fred D. Turrill, zone man- 
ager of the Hudson and Terraplane 
Sales Corp., wholesale distributors 
of the Hudson line in this terri- 
tory, announced last week two im- 
portant moves in the expansion of 
Hudson’s sales and service facili- 
ties in the Cincinnati area. 


Turrill disclosed the completion 
of new and larger zone head- 
quarters located at 1038 Gilbert 
Ave. The new Hudson head- 
quarters, Turrill said, houses one 
of the finest new car distribution 
plants and parts and accessory de- 
pots in this section of the country. 

At the same time Turrill an- 
nounced the appointment of Ray 
Nathan Auto Sales as a new down- 
town Cincinnati Hudson dealer. 
The new dealership, Turrill said, 
has leased extensive retail sales 
and service facilities in the same 
building and will be located at 1036 
Gilbert Ave. 


New Passenger Car Registrations, 21 States for January, *40-’39 


CHRYSLER 


NON-AFFILIATED 





£ z s 
= £2 z Q + 
2/2] 62 Si siag| & 5 % 
3 ° < Ss 2 a © 
2 re 2 = £\8 4 
3 | § s |dieles|@/ 2) F] 3 3 
i) uw | ie a Re oS zs es z a 
6 497| 4572 606 48 B61 
447| 380, 3969| issc| Gt si iol ‘sal ia 
92| 129) 1160 | 705, 11 
11i\ 1501 izer| geek | 3 sl 
aii| Sil| 1771 | 486] 40 
138 160 311] 20 7 45 gO 
st) Sa 210 = 
282 st 2 | “4 
i173 ine 9965 isi 
929] 839 3198] 172\ set] Sony sl gal a 
104) 147 oa 186 32 5A 
a 7%6| 441| 150 13] 241 isi a] Sl | 3m & 
31| 219] 1575 | 4381 141 32] 484 a5 
121 137| 1040] 348) 9) 33 390 el aa | 3 34| 
281) 3032 | 1070 i) 119 
ae5| ag aus isos] Gol isl iveal aul ae | dol ig 108 
7a|_$7|_434| mel ia) oe] al | el] SS “al 8 
11 501 18| 43 
52) 50| 5551 1701-2) 541 226 22 15 
is Bi 46 | ii 6 a im =| 306 OU] OB BF 
199 | 948| 20119) 1087 
119} 196] 1590] 892 ai| "7 eH | 7% 211 61 ar 
122 959 | 596 
61 79 746| 532) 171 88| goal | B | 2 8 $ 
389| 133) 9) 251167 3 
42} 281 307| 1341 111 16] 161 i9 | moi & 
a 
47 16) 43} 29 
186| 183) 1302 448) 27184, 550 79 
119 oe 239 222 16) 351 pra a 
4) 178) 1173 186 
217; 182| ines! ots a8 92| 723 63; 11 gel eel tee 
3804| 4343) 34315 2095 14 | | ; 
3093| 2960) 25008 | 19005| 530 1179| ionbe| 148 1038} 1a i342} S33} “ooo 











” haw375A 


900 CU. FT. 


One of the largest portable com- 
pressors on the market today is a 
900 cubic foot machine built by the 
Chicago Pneumatic Tool Company. 
This Model WO-2 is powered by a 
4-cylinder, 4-cycle, Chicago Pneu- 
matic Diesel engine. This powerful, 
large capacity unit must stand up 
under severe service required on 
large construction jobs. According 
@ recent report by (Chicago 
Pneumatic engineers, the economi- 
cal operation of this huge com- 
pressor unit is credited in large 
measure to Nickel alloy cast irons, 
which provide high strength and 
unusual wear resistance. These 
characteristics enable such equip- 
ment to operate unfailingly 24 
hours daily. The frame and base 
of this compressor are cast in a 
special Nickel-chromium iron. 
Compressor cylinders are of a 


Nickel-chromium-molybdenum com- 
position, somewhat stronger than 
yo alloy iron used for base and 
rame. 


Similar Nickel alloys are 
used for major 
castings of the 
Diesel engine. 









INC. New York, ¥. ¥. 
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Text of FTC’s Pr 
30-Point Proposal Includes 


Three Voluntary Regulations 


(Continued from Page 2) 


reason of which purchasers are misled or de- 
Oeived in respect to the transactions represented 
on the face of such invoices, bills of sale, or 
other documents, or in respect to any part or 
item involved therein. 
RULE 12—SUBSTITUTION OF PRODUCTS: 
The practice of using or substituting any part, 
accessory or product for others ordered, or the 
inclusion of and charging for any part, accessory 
or product not ordered, without the consent of 
the purchaser to such substitution or inclusion 


effect of misleading or deceiving purchasers, pros- 
pective purchasers or the consuming public, is an 
unfair trade practice. 


RULE 18—FAILURE OR DELAY IN FULFILL- 
ARANTEES 


OR PROMISES: 
In the sale or distribution by any member of 
the industry of new or used motor vehicles or 


protection to the purchaser than is in fact true. 


SPEEDOMETER READING: 
nect, or to disconnect, or to 


use, service or other condition of such motor 
vehicle. 
RULE 17—CIRCULATING MISLEADING 
PRICE QUOTATIONS, ETC.: 

The making, publishing or circulating, by any 
member of the industry, of false or leading 
price quotations, price lists, terms or conditions 





IN THE HUB 
OF DETROIT 





% Save time and money in De- 
troit. Stop at the Abington. 
General Motors, Fisher and 
New Center Buildings with- 
in five blocks. Chrysler 
(H.P.), Packard and Dodge 
plants three miles closer. 
Complete hotel service. 
Cheery atmosphere. Dining 
Room. Free parking. Cabs. 
Bus service ’round the cor- 
ner. Suites 2-5 rooms. Rooms 
from $3.00. 


TL 


Wm. J. BAYER *® Pres. & Mgr. 


700 SEWARD *® DETROIT 
5 BLOCKS NORTH OF GEN. MIRS, BLOG 





of sale, or reports as to production or sales, 
whether daily, weekly, monthly, annually or for 
other periods, with the capacity and tendency or 
effect of misleading or deceiving purchasers, 
prospective purchasers or the consuming public, 
is an unfair trade practice. 


RULE 18—DECEPTION TO INDUCE 
ACCEPTANCE OF AGREEMENTS 
OR ARRANGEMENTS: 

It is an unfair trade practice for any mem- 
ber of the industry, directly or through agents, 
representatives, or otherwise, to induce persons, 
firms or corporations to enter into distributor 
or dealer agreements or other arrangements in- 
volving the purchase and sale of automobiles, 
trucks, accessories, or other industry products, 
through misleading or deceptive statements or 
representations as to sales or profit possibilities 
or permanency of contract, or through any 
other type of misrepresentation. 


RULE 19—INDUCING BREACH 
OF CONTRACT: 

Inducing or attempting to induce the breach of 
existing lawful contracts between competitors and 
their customers or their suppliers, or between a 
competitor and his distributor or agent, by any 
false or deceptive means whatsoever, or interfer- 
ing with or obstructing the performance of any 
such contractual duties or services by any such 
means, with the purpose and effect of unduly 
hampering, injuring or prejudicing competitors in 
their businesses, is an unfair trade practice. 
RULE 20—PROCUREMENT OF COMPETITOR’S 
CONFIDENTIAL INFORMATION BY UNFAIR 
MEANS AND WRONGFUL USE THEREOF: 

It is an unfair trade practice for any member 
of the industry to obtain information concerning 
the business of a competitor, by bribery of any 
employe or agent of such competitor, by false 
or misleading statements or representations, by 
the impersonation of one in authority, or by any 
other unfair means, and to use the information 
so obtained in such a manner as to injure said 
competitor in his business or to suppress com- 
petition or unreasonably restrain trade. 


RULE 21—DEFAMATION OF COMPETITORS 
OR DISPARAGEMENT OF THEIR PRODUCTS: 

The defamation of competitors by falsely im- 
puting to them dishonorable conduct, inability 
to perform contracts, questionable credit stand- 
ing, or by other false representations, or the 
false disparagement of the grade, quality, per- 
formance or manufacture of the products of 
competitors or of their business methods, sell- 
ing prices, values, credit terms, policies or serv- 
ices, is an unfair trade practice. 


RULE 22—COMMERCIAL BRIBERY: 

It is an unfair trade practice for a member 
of the industry, directly or indirectly, to give, 
or offer to give, or permit or cause to be given, 
money or anything of value to agents, employes 
or representatives of customers or prospective 
customers, or to agents, employes or representa- 
tives of competitors’ customers or prospective 
customers, without the knowledge of their em- 
ployers or principals, as an inducement to in- 
fluence their employers or principals to pur- 
chase or contract to purchase products manu- 
factured or sold by such industry member or 
the maker of such gift or offer, or to in- 
fluence such employers or principals to refrain 
from dealing in the products of competitors or 
from dealing or contracting to deal with com- 
petitors. 

RULE 23: 

(a) FORCING PURCHASE OF UNWANTED 
PRODUCTS: The practice of coercing the pur- 
chase of one or more products as a prerequisite 
to the purchase of one or more other products, 
where the effect may be to substantially lessen 
competition or tend to create a monopoly or to 
unreasonably restrain trade, is an unfair trade 
practice. 

(b) TYING CONTRACTS OR EXCLUSIVE 
DEALING ARRANGEMENTS: in respect of 
products sold for use, consumption or resale 
within the United States or place subject to its 
jurisdiction, it is an unfair trade practice for 
any member of the industry to make a sale or 
contract for the sale of any such products, or 
to fix a price charged therefor, or discount 
from, or rebate upon, such price, on the con- 
dition, agreement or understanding that the pur- 
chaser thereof shall not use or deal in the 
products, merchandise, supplies or other com- 
modities of a competitor or competitors of the 
seller, where the effect of such sale or contract 
for sale, or such condition, agreement or under- 
standing, may be to substantially lessen com- 
petition or tend to create a monopoly in any 
line of commerce. 


RULE 24—COERCION: 

(a) It is am unfair trade practice for any 
member of the industry to coerce another, by 
threats of reprisal, intimidation or other co- 
ercive methods, to dispose of sales finance con- 
tracts to a specific finance company selected by 
such member or to specify or accept insurance 
through a specific insurance company, with the 
effect of thereby substantially lessening com- 
petition, tending to create a monopoly or un- 
reasonably restraining trade. 

(b) It is also an unfair trade practice to use 
any other form of coercion, intimidation or 
threats for the purpose or with the effect of 
bringing about a substantial lessening of com- 
petition, tendency to create amonopoly or un- 
reasonable restraint of trade. 

RULE 25: 

(a) PROHIBITED DISCRIMINATORY 
PRICES, OR REBATES, REFUNDS, DIS- 
COUNTS, CREDITS, ETC., WHICH EFFECT 
UNLAWFUL PRICE DISCRIMINATION. It is 
an unfair trade practice for any member of the 
industry engaged in commerce (see footnote), in 
the course of such commerce, to grant or allow, 
secretly or openly, directly or indirectly, any 
rebate, refund, discount, credit, or other form 
of price differential, where such rebate, refund, 
discount, credit, or other form of price dif- 
ferential effects a discrimination in price be- 
tween different purchasers of goods of like grade 
and quality, where either or any of the pur- 
chases involved therein are in commerce (see 
footnote), and where the effect thereof may be 
substantially to lessen competition or tend to 
create a monopoly in any line of commerce (see 
footnote), or to injure, destroy, or prevent com- 
petition with any person who either grants or 
knowingly receives the benefit of such discrimina- 
tion or with customers of either of them: Pro- 
vided, however— 

(1) That the goods involved in any such 
transaction are sold for use, consumption, or 
resale within any place under the jurisdiction 
of the United States; 


(2) That nothing herein contained shall pre- 
vent differentials which make only due allowance 
for differences in the cost of manufacture, sale, 
or delivery resulting from the differing methods 


or quantities in which such commodities are to 
such purchasers sold or delivered; 

(3) That nothing herein contained shall pre- 
vent persons engaged in selling goods, wares, or 
merchandise in commerce (see footnote) from 
selecting their own customers in bona fide trans- 
actions and not in restraint of trade; 

(4) That nothing herein contained shall pre- 
vent price changes from time to time where 
made in response to changing conditions affect- 
ing either (a) the market for the goods con- 
cerned, or (b) the marketability of the goods, 
such as, but not limited to, actual or imminent 
deterioration of perishable goods, obsolescence of 
seasonal goods, distress sales under court pro- 
cess, or sales in good faith in discontinuance of 
business in the goods concerned. 


(b) PROHIBITED BROKERAGE AND COM- 
MISSIONS. It is an unfair trade practice for 
any member of the industry engaged in com- 
merce (see footnote), in the course of such com- 
merce, to pay or grant, or to receive or ac- 
cept, anything of value as a commission, broker- 
age, or other compensation, or any allowance or 
discount in lieu thereof, except for services ren- 
dered in connection with the sale or purchase of 
goods; wares, or merchandise, either to the other 
party to such transaction or to an agent, rep- 
resentative, or other intermediary therein where 
such intermediary is acting in fact for or in 
behalf, or is subject to the direct or indirect 
control, of any party to such transaction other 
than the person by whom such compensation is 
so granted or paid. 


(c) PROHIBITED ADVERTISING OR PRO- 
MOTIONAL ALLOWANCES, ETC. It is an un- 
fair trade practice for any member of the in- 
dustry engaged in commerce (see footnote) to 
pay or contract for the payment of advertising 
or promotional allowances or any other thing of 
value to or for the benefit of a customer of 
such member in the course of such commerce 
as compensation or in consideration for any 
services or facilities furnished by or through 
such customer in connection with the processing, 
handling, sale, or offering for sale of any prod- 
ucts or commodities manufactured, sold, or of- 
fered for sale by such member, unless such pay- 
ment or consideration is available on proportion- 
ally equal terms to all other customers com- 
peting in the distribution of such products or 
commodities, 


(d) PROHIBITED DISCRIMINATORY SERV- 
ICES OR FACILITIES. It is an unfair trade 
practice for any member of the industry en- 
gaged in commerce (see footnote) to discriminate 
in favor of one purchaser against another pur- 
chaser or purchasers of a commodity bought for 
resale, with or without processing, by contract- 
ing to furnish or furnishing, or by contributing 
to the furnishing of, any services or facilities 
connected with the processing, handling, sale, or 
offering for sale of such commodity so purchased 
upon terms not accorded to all purchasers on 
proportionally equal terms. 


(e) INDUCING OR RECEIVING AN ILLEGAL 
DISCRIMINATION IN PRICE. It is an unfair 
trade practice for any member of the industry 
engaged in commerce (see footnote), in the 
course of such commerce, knowingly to induce 
or receive a discrimination in price which is 
9 by the foregoing provisions of this 

le 25. 


(f) PURCHASES BY SCHOOLS, COLLEGES, 
UNIVERSITIES, PUBLIC LIBRARIES, 
CHURCHES, HOSPITALS AND CHARITABLE 
INSTITUTIONS NOT OPERATED FOR 
PROFIP. The foregoing provisions of this Rule 
25 relate to practices within the purview of the 
Robinson-Patman Antidiscrimination Act, which 
Act and the application thereunder of this Rule 
25 are subject to the limitations expressed in 
the amendment to such Robinson-Patman Anti- 
discrimination Act, which amendment was ap- 
proved May 26, 1938, and reads as follows: 

“Be it enacted by the Senate and House of 
Representatives of the United States of America 
in Congress assembled, That nothing in the Act 
approved June 19, 1936 (Public, Numbered 692, 
Seventy-fourth Congress, second session), known 
as the Robinson-Patman Antidiscrimination Act, 
shall apply to purchases of their supplies for 
their own use by schools, colleges, universities, 
public libraries, churches, hospitals, and charit- 
able institutions not operated for profit.”’ (52 
Stat. 446; Supp. 4 U.S.C. Title 15, Sec. 13c). 


RULE 26—UNLAWFUL CONSPIRACIES AND 
COMBINATIONS TO FIX OR CONTROL 
PRICES, SUPPRESS COMPETITION, RE- 
STRAIN TRADE OR CREATE MONOPOLY: 

It is an unfair trade practice for any mem- 
ber of the industry, directly or indirectly, to 
enter into, or take part in, any unlawful com- 
bination, conspiracy, agreement, understanding, 
concert of action or scheme between two or 
more members of the industry, or of any or- 
ganization or group of persons or concerns, (a) 
to fix, depress or control the prices which any 
member of the industry may allow or pay for 
used motor vehicles, or to fix, maintain, en- 
hance or control the prices at which any mem- 
ber of the industry may sell motor vehicles 
either new or used; or (b) to otherwise suppress 
competition, restrain trade, or create monopoly. 
RULE 27—AIDING OR ABETTING USE 
OF UNFAIR TRADE PRACTICES: 

It is an unfair trade practice for any mem- 
ber of the industry to aid, abet, coerce or in- 
duce another, directly or indirectly, to use or 
promote the use of any unfair trade practice 
specified in these rules. 


GROUP II 


RULE A—CANCELLATION OF 
DEALER AGREEMENT: 

The cancellation by either party to a manu- 
facturer-dealer agreement without cause and 
without due and reasonable notice is condemned 
by the industry. 

RULE B—COST RECORDS: 

It is the judgment of the industry that each 
member should independently keep proper and 
accurate records for determining his costs. 
RULE C—ARBITRATION: 

The industry approves the practice of handling 
business disputes between members of the in- 
dustry and their customers in a fair and reason- 
able manner coupled with a spirit of moderation 
and good will, and every effort should be made 
by the disputants themselves to compose their 
differences. If unable to do so, they should, if 
possible, submit these disputes to arbitration. 





FOOT NOTE: As here used, the word ‘‘com- 
merce’’ means trade or commerce among the 
several states and with foreign nations, or be- 
tween the District of Columbia or any Territory 
of the United States and any state, territory, or 
foreign nation, or between any insular possessions 
or other places under the jurisdiction of the 
United States, or between any such possession 
or place and any state or territory of the United 
States or the District of Columbia or any foreign 
nation, or within the District of Columbia or 
any territory or any insular possession or other 
place under the jurisdiction of the United States; 
PROVIDED, That this shall not apply to the 
Philippine Islands. 
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Compulsory Inspections Bui 
Vancouver Service Volum 


Special to Automotive News 

VANCOUVER, B. C.—Compul- 
sory testing of motor vehicles has 
now been going on in Vancouver 
for approximately a year, and has 
brought considerable volume of 
additional business to automobile 
service concerns in and around 
Vancouver. 


So well is the motoring public 
responding that by the middle of 
February, it is expected, the second 
inspection of cars using city streets 
will have been completed, well 
within the first year of operation 
of the city testing plant. 


Inspector H. S. Gray states co- 
operation of car owners is enabling 
the plant to run smoothly. He de- 
clared that 99 percent of car own- 


Small Loan Field 
To Be Entered by 
Commercial Credit 


NEW YORK.—Preparing to fur- 
ther diversify its operations by 
entry into the small loan field on a 
national scale, Commercial Credit 
Co., Baltimore, is organizing sev- 
eral industrial banks and small 
loan companies as subsidiaries, it 
is revealed by A. E. Duncan, board 
chairman. 


“The business now engaged in by 
many banks and small loan com- 
panies of making loans directly to 
individuals upon their automobiles, 
or the purchase by them of auto- 
mobiles, refrigerators, radios, ma- 
chinery, etc. secured by liens 
thereon, and the making of so- 
called ‘character’ and ‘co-maker’ 
loans to individuals, repayable in 
monthly instalments, is profitably 
employing very large resources. 
This entire field offers future op- 
portunity, from time to time, to 
obtain additional volume and for 
further diversification of the op- 
erations of the company,” the re- 
port said. 


“The company has for a long 
time been buying from dealers the 
instalment obligations of pur- 
chasers of automobiles, refrig- 
erators, radios, machinery, etc., se- 
cured by liens, thereon, which 
business will be aggressively con- 
tinued. In order to make loans to 
many owners of automobiles, espe- 
cially to customers of the com- 
pany who occasionally want to 
borrow money upon their cars, and 
for which the personnel of the 
company is already specially 
trained and experienced, the com- 
pany is now in the process of or- 
ganizing, as subsidiaries, several 
industrial banks and small loan 
companies in the various states. 


“As time goes on these sub- 
sidiaries can further extend their 
operations to include the making 
of loans to individuals and others 
for the purchase of automobiles, 
refrigerators, radios, machinery, 
etc., secured by liens thereon, and 
to the making of so-called ‘char- 
acter’ and ‘co-maker’ loans to in- 
dividuals, repayable in monthly in- 
stalments.” 








Marks Leaves Aircooled 
To Join Pratt & Whitney 


SYRACUSE, N. Y.—Edward &. 
Marks has resigned as vice-presi- 
dent in charge of production of 
Aircooled Motors Corp. to take the 
position of quality manager for 
Pratt & Whitney Aircraft Corp. of 
Hartford, Conn. 

Marks was for many years chief 
engineer of the H. H. Franklin 
Mfg. Co., which formerly manu- 
factured the Franklin car, and has 
served as vice-president of the So- 
ciety of Automotive Engineers. He 
and Carl T. Doman founded Air- 
cooled Motors Corp. 





Chemical Meeting Set 


CINCINNATI.—Ninety-ninth meetin 
of the American Chemical Society will 
be held here Apr. 8-12, with 17 of the 
society’s professional divisions par- 
ticipating. An attendance of more than 
3,500 is expected. 


ers are co-operating with his 
partment. 


There are still a number of ¢ 
to be found on the streets wh 
do not bear even the first offi 
stamp. Generally they come ff 
outside points but occasionally 
that has just come off a used 
lot is found. 


The new system, Inspector 
said, of making the owner resp 
sible for returning his car for 
spection six months after the d 
of the current sticker will go 
force with the beginning of 
third inspection period. Notices 
second inspection have been sg 
out by the department; in the 
ture the onus will be on the o 
An inspection certificate will 
be good for exactly six months 

The inspector remarked that 
most dangerous condition of 
hicles is not alone found in 
older makes of cars. His s 
found one during the past 
which had been driven only 
miles but through an error in 
sembly was in a particularly d 
gerous condition. In one period, 
said, 63 new cars out of 253 jx 
sented were rejected at first 
amination. 


In the service station and n 
chanical repair business, sor 
what mixed opinions can be 
cured on the operations of 
station. Both well-equipped sh 
and ordinary service stations, 
limited equipment, are often fo 
to be extremely critical and do 
ful as to the efficiency and 
curacy of the testing station. 
stances are freely quoted wh 
cars known to have faulty bre 
or defective steering have pas 
as being 100 percent correct, wh 
the same vehicle may be turf 
down for having one headlight 
efficiently bright. Some old 
have also successfully passed th 
tests on the first trial while bre 
new cars, out of dealers’ sho 
rooms, have been turned down 
minor defects. 


However, one thing is evide 
and that is that the operation 
the testing station is slowly tk 
surely driving business away f 
the smaller garages and into 
ultra-modernly equipped se 
departments of new car deal 
and other major automotive cc 
cerns. An automobile owner, whc 
car is rejected, is permitted to 
turn twice for re-inspection. It k 
frequently been found that 
takes his car into the service s 
tion that does his work norma 
and has it checked up. If, af@ 
again submitting it, it is not sat 
factory—and this is very freque 
ly the case—he promptly takes 
to one of the large firms, who ¢ 
vertise extensively that they he 
a complete replica of all equipme 
used in the city automobile testi 
station. 


EE — SSS 


AN’s Almanac, published once 
year, is considered THE refere 
book wherever automotive info 
tion is desired. 
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AUTOMOTIVE 
TRADE 

PAPERS 
DO YOU: 


1. PREFER? 


2. READ 
REGULARLY? 


=to which 


THIS SURVEY 
PROVES... 


1. Better than a THREE- 
TO-ONE preference for 


Automotive News over 
the next best publica- 
tion. 

2. Out of the nine trade 
papers mentioned only 
TWO stand out as lead- 
ers in dealer preference. 


Please bear in mind 
Automotive News 


1. Sells at the highest 
subscription price ($4 
per year). 

2. Offers no premiums or 
other inducements to se- 
cure subscriptions. 

8% Renews the highest 
percentage. In other 
words, is unequivocally 
“the accepted NEWS- 
PAPER of America’s 
Greatest Industry!” 
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MR. HUSEN ASKED 
1,000 AUTOMOBILE DEALERS 


WHAT 





E. W. Husen COMPANY MAIL ADVERTISING 
LETTER SERVICE 


PHOTO OFFSET 


Mr. George Slocun, 
Automotive News, 
Detroit, Mich. 


Dear Mr. Slocum: 


Following are the returns to date from the survey 
mailing of 1000 postal card questionnaires for Automotive 


News. 


241 cards have been returned. 
shows the following preferences among automobile dealers: 


FIRST CHOICE. . 
Second choice. . 
Third choice. . 
Fourth choice. . 
Not mentioned. . 


Of the other publications 


second in dealer preference. The fi 


First choice . 
Second choice. 
Third choice . 
Fourth choice. 
Not mentioned. 


Other "firsts" were as fo 


Auto. Topics - 7 Auto 
N.A.D.A. Bull.- 3 Auto 
Ford Dlr. News- 2 
Comm. Car Jnl.- 1 


January 15, 1940 


. 169 
. a 
‘ 9 
‘ 3 
- 29 P41 


mentioned, "Motor" was 


gures: 

‘ 47 

° 80 

‘ 14 

° 3 

° 97 241 
llows: 


Trade Jnl. - 3 
- Industries - 2 
Auto. Digest 


Returned cards are sent to you herewith. 


apd 





- — one —E 


which did not substantiate our claims that . 


Leite. — 





Nemasi 


The Newspaper of the Industry 


“‘stands head and shoulders above any other trade publica- 
tion reaching the best Automobile Dealers in America!” 








- 1 


3408 WOODWARD AVENUE 
DETROIT .. . TEMPLE 1-3910 


"Automotive News" 


MANY SIMILAR TESTS OF DEALER PREFERENCE 


have been made, but we have yet to find one confined exclusively to franchised Automobile Dealers 


















ewe 


~ aE PTE ey 
I gel 


—e 


—— 


see 





20 


AUTOMOTIVE NEWS, FEBRUARY 19, 1940 


600 Attend Detroit Banquet 
As 50 Men Receive Awards 


(Continued from Page 1) 


the American patent system, of 
which this is the 150th anniversary. 

“The awards are the result of a 
nationwide search for the unsung 
heroes of industry’s workshops and 
laboratories — inventors and re: 
search workers whose pioneer ac: 
complishments entitle them to 
recognition,” said Fruehauf in his 
introduction. The committee on 
awards was headed by Dr. Karl T. 
Compton, president of the Mas- 
sachusetts Institute of Technology. 
The selections were made from 
more than 1,000 nominees whose 
contributions to industry were so 
vital that their associates felt them 
worthy of national honors. 


Inventions Stimulated 

Striking the keynote of the din- 
ner, Fruehauf stated, “Patents do 
more than. stimulate invention. 
They make it possible for industry 
to develop new discoveries and in- 
ventions so that they can be put 
into practical use to create new 
jobs. Many a brainchild of the fer. 
tile minds of our Modern Pioneers 
here tonight would never have 
been cultivated and brought te 
maturity—for the benefit of man: 
kind—except for the protection of 
property rights in inventions pro- 
vided by patents. 

“If it were not for the protection 
of patents—which increases the 
opportunity for profitable com- 
mercial development of inventions 
—it would have been impossible for 
many of the companies whose 
Modern Pioneers are present to- 
night to have provided the costly 
equipment necessary for modern 
industrial research. 

“Best of all, it is becoming clear 
to all our citizens that in American 
busiriess lies the hope of national 
recovery, of spiritual and ma- 
terial well-being for all. Engineers, 
research men, skilled and unskilled 
workers, employers—every last one 
is working, thinking, planning, ac- 
complishing for one purpose—and 
that purpose is the upbuilding of 
American industry for the good of 
every man, woman and child.” 

Cites Social Gains 

Harvey Campbell, secretary of 
Detroit board of commerce, acted 
as toastmaster and made the 
awards to the Modern Pioneers. 
Coe, in his speech, stated that so- 
cial and political gains as well as 
economic progress in America have 
been accomplished by this patent 
system. 

Throughout America during Feb- 
ruary some 15 similar dinner meet- 
ings are being held to honor the 
winners of Modern Pioneer awards 
in other communities. Finally on 
Feb. 27, a national “Modern Pi- 
oneers” banquet is scheduled at the 
Waldorf Astoria in New York City. 
At that time tribute will be paid 
to 19 award winners, whose ac- 
complishments have been espe- 
cially noteworthy and distin- 
guished. 

Individual awards are as follows: 

Charles S. Ash, president, Dif- 
ferential Wheel Corp., Detroit, for 


wheel designs. Differential Dual 
Wheels for all applications. 

Carl Breer, director of research, 
Chrysler Corp., Detroit, for Chrys- 
ler Airflow design based upon wind 
tunnel tests, introduced a new 
standard of automotive safety and 
comfort by having its weight 
scientifically distributed for the 
first time in the automobile in- 


dustry. 
Others Are Cited 

Donald J. Campbell, president, 
Campbell, Wyant & Cannon Foun- 
dry, Muskegon, Mich., for molding 
machines, molding methods, auto- 
mobile pistons, machines and meth- 
ods of case hardening cams; Cen- 
trifuse Brake Drum-—steel, lined 
with special cast ferrous metal. 

Theron P. Chase, engineer, Re- 
search division, General Motors 
Corp., Detroit, for work in balanc- 
ing V-8 engines. 

Kirke White Connor, president 
and general manager, Micromatic 
Hone Corp., Detroit, for develop- 
ment of hone abrading method of 
processing metal to provide in- 
creased accuracy of surface finish 
which has reduced friction. 

Harry A. Douglas, former presi- 
dent (retired) H. A. Douglas Mfg. 
Co., Bronson, Mich. adding to 
safety and comfort of night driving 
by his development of special 
sockets to replace old screw-type 
(impractical wherever vibration 
occurs), which are used for head- 
lights, dash lights, etc. 

Stephen Ivan Fekete, former 
chief engineer, Hudson Motor Car 
Co., Detroit, for making it possible 
to develop high speed, high power 
6-cylinder engines by perfecting a 
crankshaft designed to counteract 
the deflecting tendency that takes 
place in a rotating shaft. 

A. J. Fisher, engineer, General 
Motors Corp., Detroit. Responsible 
for development of the unitary all- 
steel body for automobiles. 

Henry Ford, founder, Ford Mo- 
tor Co., Dearborn, for broad ac- 
complishments in the field of 
science and invention. 

Louis Charles Huck, Grosse 
Pointe, for contributing to safety 
on the highways by invention of 
Huck Brake—one of pioneer 4- 
wheel, hydraulic types. 

Charles E. Johnson, president, 
Sealed Power Corp., Muskegon, 
Mich., for piston ring development 
and other internal combustion en- 
gine parts which have contributed 
greatly to advance of motor in- 
dustry. 

Kettering Is Honored 


Charles F. Kettering, general 
manager, Research Laboratories 
Div., GMC, Detroit, for develop- 
ment of the self-starter, iceless re- 
frigeration (Frigidaire), ethyl gaso- 
line, diesel developments, ignition 
(auto), etc. In addition to me- 
chanical contributions, has _ dis- 
tinguished himself by promoting 
greater interest in research. Con- 
stant inspiration for other inven- 
tors, etc. 

Harry C. Mougey, engineer, Re- 
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SPRING STYLES IN HATS AND CARS! Believing that the se of automobiles is as ne to women as 


style of her house and her dress, Woman’s Home 
background locale for presentation of women’s sprin 
Fla., Victor Keppler, famed color photographer, is ready 
After making an eleventh-hou 





a background of new cars. 


Companion magaz 






e in its April issue wil 
styles. In this photo, taken at the LaGorce Golf Club, Mian 
to snap a picture of models wearing new spring clothes, befa 

lane flight to Miami to get the photos, Keppler was force 


employ automobiles 







to borrow the “derrick”? from a local — company. See Edgewise on page four. "AT 


search Div., GMC, Detroit. De- 
veloped, with the aid of the duPont 
Corp., a successful method of ap- 
plying “Duco” colors to automo- 
bile bodies. 

Maurice Olley, engineer, Rolls 
Royce, Ltd. Detroit. Patented. 
many features of the transverse 
arm, “wishbone-type” independent 
front suspension for motor cars 
which he developed while an em- 
ploye of the Cadillac Motor Div. 
of General Motors. 

F. Malcolm Reid, research engi- 
neer, Fruehauf Trailer Co., Detroit, 
for contributing to lower produc- 
tion cost and increase efficiency of 
commercial trailers, add to their 
safety of operation and appearance. 

Rockwell Gets Award 

Willard F. Rockwell, president, 
Timken-Detroit Axle Co., Detroit, 
contributions to heavy-duty truck 
axle industry, development of 
liquid and gas meters, pressure 
regulators and measuring instru- 
ments which have greatly fur- 
thered accuracy in industry. Also 
lubricated plug valves and lubri- 
cant for high-pressure and high- 
temperature chemical and_ re- 
finery services. 

John W. Votypka, chief engineer, 
Fruehauf Trailer Co., Detroit, for 
ingenious construction methods for 
commercial trailers involving the 
skillful use of new alloy steels. 

David <A. Wallace, president, 
Chrysler Sales Div., Chrysler Corp., 
Detroit,. for development of a new 
means of commercially producing 
extraordinarily smooth metal sur- 
faces—called “Superfinish’—which 
has resulted, among other things, 
in more efficient operation, longer 
life, and easier lubrication for 
metal parts so finished. 

Joint awards are as follows: 

Thomas C. Van Degrift, General 
Motors Corp., Detroit, and Caleb 
E. Summers, Manville Mfg. Co., 
Pontiac. Co-operated in the inven- 
tion of the “Harmonic Balancer” 
used on most General Motors cars 
to suppress torsional vibrations in 
crankshafts. 

Get Joint Awards 

Lester R. Beltz, Robert N. Brown, 
John M. Christman, James R. Fer- 
guson, Walter R. Griswold, Clyde 
R. Paton, Milton Tibbetts, Jesse G. 
Vincent and Marsden Ware, Pack- 
ard Motor Car Co., Detroit, for 
joint efforts in improving Packard 
car, giving public more automo- 
bile for less money. Between them 
they hold over 450 patents covering 
all types of improvements. 

Thomas Midgley jr., vice-presi- 
dent, Ethyl Gasoline Corp., Detroit 
and Thomas O. Boyd, General Mo- 
tors Corp., Detroit, for combined 
research leading to discovery of 
tetraethyl lead, which has resulted 
in vast economic savings, conser- 
vation of crude oil, increased ef- 
ficiency of motor fuel combustion, 
higher sustained speeds for autos 
and airplanes. 

William T. Dunn, Otto E. Fish- 


4a . x 
--a word in edgewise”’ 


(Continued from Page 4) 


illustrated with automobiles on 
every page. Then there is a swell 
travel feature entitled “Straight 
Roads and Side Roads” and a page 
of recipes for auto picnics, and a 
full page of modern home garages 
designed by Lewis E. Welsh. There 
are other editorial features in 
which modern cars play a promi- 
nent part and with this April issue 
coming at the crest of the spring 
desire for new cars it should give 
a@ grand impetus to motor car buy- 
ing. 
oe * * 

“The present plans of our editor 
Miss Lane,” Schirmer said today, 
“is to make the April issue simply 
an introduction to a new approach 
to the woman’s interest in the car 
she drives. We have a well-rounded 
program soon to be announced 
which will be a continuing feature 
for months and I hope for years to 
come in the Companion. We know 
this cannot help but make our 
millions of women readers more 
car style conscious, and dealers 
everywhere should enjoy the bene: 


burn, Edwin R. Maurer, George L. 
McCain, Carl A. Neracher and 
Walter E. Ploetz, Chrysler Corp., 
Highland Park, for joint efforts in 
development of the automatic over- 
drive. 

Ronald A. McGlone and Stephen 
J. Roskosky, E. I. duPont de 
Nemours & Co., Flint, Mich. Co- 
operated with other duPont re- 
search men in the development of 
baking and air drying enamels and 
paints using alkyd resins as their 


base. 
J. O. Almen, Oliver K. Kelley 
and Earl A. Thompson, General 


Motors Corp., Detroit, combined 
efforts have resulted in the de- 
velopment of the Hydro Matic 
Transmission now used on Oldsmo- 
biles. 

Alfred L. Boegehold, Detroit, 
(joint award with Harry M. Wil- 
liams and Norman H. Gilman, Cin- 
cinnati) General Motors Corp., de- 
velopment of improved bearings 
for heavy-duty service. 

Taine G. McDougal, Hector 
Robezanna, Karl Schwartzwalder 
and Albra Henry Tessler, A. C. 
Spark Plug Div., General Motors, 
Flint. Joint efforts toward improve- 
ment of spark plug include (1) 
perfection of production kiln by 
McDougal, which considerably re- 


duced cost, (2) developments in 
design by Robezanna, (3) im- 
provements in insulators by 


Schwartzwalder and Tessler. 


Anderson Resigns 
LOS ANGELES. — For 20 years a 
leader in the automobile business, 
Lincoln G. Anderson, officer and di- 
rector of the Pelton Motor Co. (Dodge 
distributor), has resigned his post to 
take a three-month vacation trip. 


% 
ae 
> 


avs. 


e 


fits of an increased demand 

cars. The industry has been m 
enthusiastic about this plan an 

think it is an editorial trend : 


the right direction.” 


* * * 


The April Woman’s Home Com 
panion will be on the newssta: 
March ist and I suggest you 
a copy. The spread will make 
swell window trim for your sal 
room.—G. M.S. 


MS 
Augusta’s Chain i 
Store Tax Ruled — 
Out by Ga. Coum™ 


ATLANTA. — Georgia supre 
court, in a decision handed do 
Feb. 13, invalidated the Augu 
chain store tax ordinance, whi 
called for a levy of $6 per ann 
for not more than 10 stores up 
$1,200 for each store in a chain 
more than 150 units. es 

The case was appealed by th 
city of Augusta after Superi 
Court Judge R. N. Hardeman h 
granted Southern Grocery Storé 
Ine., an injunction enjoining c 
lection of the tax. Judge Har 
man held that the tax was “ 
reasonable.” _—— 

Counsel for Southern Grocer—— 
Stores, Inc., pointed out that t 
corporation would have been tax ju 
$1,200 each for seven stores 
Augusta in addition to $195 
store in city licenses already p 
there, and $200 per store for 
state chain levy. utl 


The supreme court recently i 
validated a similar tax ordinang— 
enacted by the city of Columbus- 
Ala. Provides Exception en 

To 30,000-Pound Limj— 

BIRMINGHAM, Ala. — Attorn 
General T. S. Lawson of Alaban 
has ruled that Highway Direc 
Chris J. Sherlock may, in e& 
ceptional cases, issue permits n@ 
to exceed one year for the i 
portation of heavier loads th 
30,000 pounds on Alabama high¥® 
ways. The 30,000-pound limit w&@ 
fixed by the last legislature, hav 
ing been raised from 24,000 pounds—— 

Lawson held that such permi&___ 


could be issued for hauling ove¥F 
overlengtl 
















bal 


size, overweight or 
commodities which “may not 
reasonably dismantled,” such @ 


poles, logs, lumber, = structurfeg Gg 
steel, piping, timber and machi@y, 4, 
ery. A number of such haulef# 
have already obtained permits. 


AN’s Almanac, published once 4 
year, is considered THE referene 
book wherever automotive informa 
tion is desired. 
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WILLIAM 8. KNUDSEN 


Chapter LIX—William S. Knudsen 


This man Knudsen came into the General Motors pic- 
ture in 1922 at a time when Chevrolet was runner-up in 
the race for the leadership of the American automobile 
industry. Ford had had the field to itself for years and 
years with its Model T and the situation looked hope- 
less for the rest of the competition. Only the year be- 
fore Ford had reached the stupendous production fig- 
ures of 2,090,338 units and even in the year Knudsen 
took over at Chevrolet, Ford’s production was 1,993,774 
as against Chevrolet’s 314,773. 

Knudsen, however, was not downhearted. He settled 
down to a stern chase after the leader. In ’25 Ford 
turned out 1,990,950 and Chevrolet boosted to 500,000. 
Ford, slipping a bit with the Model T, dropped to 1,655,- 
076 in ’26; Chevrolet had 750,000. The next year, 1927, 
Ford dropped the T in mid-season after having produced 
450,230 units and its plants idled while they were being 
tuned up for the Model A, which came along in the late 
fall. y 4,186 A’s were made before the end of that 
calendar year. With the situation as it was, Chevrolet 
romped home with a credit of 1,150,000 cars and trucks, 
having at last passed its mighty rival. In'1928 Chevro- 
let again led with 1,188,053. 

From that time on the Chevrolet-Ford score card 
shows that Ford regained first place in the following 
year 1929 and repeated in 1930. Chevrolet caught its 
rival and led in ’31 and held first place until ’35 when it 
again was a Ford year. Chevrolet was first in ’36 but in 
37. while Chevrolet produced more cars, Ford’s truck 
production, added to its cars, gave it that year’s leader- 
ship in total. The last two years Chevrolet has led easily. 


Knudsen Moves Up 

Knudsen stepped out of Chevrolet to become execu- 
tive vice-president of General Motors in the fall of 1933, 
a job given to him because of the record he had made 
as Chevrolet’s chief executive. That the choice was a 
wise one has been demonstrated since, for in 1937 Knud- 
sen was made GM president when A. P. Sloan became 
chairman of the board. 

Knudsen was born in Copenhagen, Denmark, 61 years 
ago and came to the United States at the turn of the 
century, aged 21. But he was far from being the poor 
emigrant he has so often been pictured. His father 
had been a customs inspector and young Bill had been 
educated in Copenhagen in grammar and high schools 
and at the government technical school. In school he 
learned to read English, German and French; was bril- 
liant in mathematics and graduated with honors, win- 
ning as a prize a large silver watch and chain. And be- 
fore he left his native country he served a four-year 
apprenticeship, got himself a job in a wholesale bicycle 
shop and began to tinker with machinery. 

He started his American career as a reamer at $1.75 


7my AUTO-pioGRAPHY 
. 





AUTOMOTIVE NEWS, FEBRUARY 19, 1940 


a day working on torpedo boats in the Seabury ship- 
yard at Morris Heights, N. J. Followed jobs with the 
Gas Engine & Power Co. and the Erie railroad and then 
John R. Keim of Buffalo, who was manufacturer of 
bicycle parts, took him on. That was the language young 
Bill really understood and he went to it with a ven- 
geance so by 1906 he was assistant superintendent. And 
it was here that fate really got busy weaving his des- 
tiny, for Keim, with the bicycle industry slipping, 
started making automobile parts. And it was about this 
time that Knudsen bought his first car, a 1910 Model T 


Ford. 


His Ford Accomplishments 

It was this Keim venture that first brought Knudsen 
to the attention of Henry Ford, for Keim specialized in 
Ford parts and in 1911 Ford took over Keim and with 
him Knudsen. It didn’t take Bill long to make good at 
Dearborn when he went there in 1913 as was evidenced 
by his being placed in charge of Ford’s 27 assembly 
plants in the United States. He bossed the job of build- 
ing the eagle boats for the government during the World 
War and after the war he was identified with produc- 


tion on the Model T. 


Installing three European as- 


sembly plants for Ford in 1919, he left Dearborn two 
years later, joining the Ireland & Matthews Co. of De- 
troit, from which job he was called in 1922 to go with 
General Motors in an advisory capacity. Shortly after, 
he was made vice-president of Chevrolet in charge of 


operations. 


This is the fifty-ninth instalment of Chris Sinsabaugh’s 
memoirs. More about General Motors next week. 


N.Y. Bills Cover Used Cars, 


Tires and Sales Certificates 


Special to Automotive News 

NEW YORK.—Bills of direct 
automotive interest, which have 
been introduced in the current 
session of the state legislature at 
Albany, are summarized in a re- 
view compiled by the legislative 
service bureau of the Merchants’ 
Assn. of New York as follows: 

Used Car Registration—Requires 
registration with motor vehicle 
commissioner of used motor ve- 
hicles brought in from other states 
for sale or resale with certain ex- 
ceptions; provides for certificates 
of title and prohibits action to re- 
cover vehicle or part of selling 
price unless provisions are com- 
plied with. S. Int. 339, Feinberg; A. 
Int. 463, Barrett. 

Financial Responsibility—Makes 
it unlawful for a person, convicted 
of motor vehicle violation and re- 
lieved of giving proof of financial 
responsibility on his own behalf, 
to operate any motor vehicle other 
than one owned by the person who 
furnished proof of financial re- 
sponsibility for him; in case the 
person so relieved thereafter has 
a motor vehicle registered in his 
name, he shall lose the privilege of 
not being required to give proof 
of financial responsibility for so 
long as he has any motor vehicle 
registered in his name. S. Int. 300, 
Bechtold; A. Int. 286, Rapp. 

Reduces Registration Fee—Fixes 
a flat registration fee of $5 for mo- 
tor vehicles after Jan. 1, 1941, in- 
stead of fees based on weight and 
motive power; fees for passenger 
motor vehicles propelled by elec- 
tricity to remain at $10. S. Int. 234, 
Warner. 

Defective Tires—Makes it illegal 


Ohio Assn. Seeks 
End to Underbids 


On State Business 


COLUMBUS, O.—It is announced 
by Verna P. Conner, general man- 
ager of the Ohio Automobile Deal- 
ers Assn., that there is still a dis- 
position on the part of some auto- 
mobile manufacturers to under-bid 
their local dealer representatives 
in’ competition for state business 
when bids are asked on motor ve- 
hicles. 

Because of the continuance of 
this practice, the association has 
appointed a special committee to 
confer with Gov. John W. Bricker 
to see if some plan can be worked 
out to overcome this type of com- 
petition. 


Chevrolet Dealers Elect 


WASHINGTON. — Washington Chev- 
rolet Dealers Assn. last week elected 
William G. Illch, of Aero Auto Co., 
Alexandria, Va., president for _ 1940. 
Other officers are Garland W. Wolfe, 
of Wolfe Motor Co., Silver Spring, 
Md., vice-president, and James F. Mc- 
Mahon, of McMahon Chevrolet, Inc., 
secretary-treasurer. 


to operate on the public highways 
any motor vehicle equipped with 
tires showing breaker strip, cush- 
ion gum or fabric, owner being 
given 48 hours after notice by a 
peace officer to make necessary re- 
pairs or replacements. A. Int. 428, 
Washburn. 

Retreaded Tires—Prohibits sale 
of retreaded motor vehicle or mo- 
torcycle tires unless fact of such 
retreading is plainly shown by 
mark or label on the outside wall. 
A. Int. 283, Rapp. 

Stops Sunday Motor Trucking— 
Makes it unlawful after Jan. 1, 
1941 for person to operate com- 
mercial motor vehicle on any 
public highway outside corporate 
limits of municipality during pe- 
riod from noon on Saturday until 
6 a.m. on succeeding Monday and 
from midnight commencing each 
public holiday and until 6 p.m. on 
next succeeding secular day. A. 
Int. 139, Cheney. 

Front Reflectors — Provides that 
motor vehicles manufactured after 
Jan. 1, 1941, must have two re- 
flectors on front, one on either side 
placed so as to indicate width of 
vehicle; such reflectors must com- 
ply with specifications approved by 
commissioner, clause as to visi- 
bility being stricken out. A. Int. 
211, Fite. 

Licensing Repair Shops—Creates 
in motor vehicle department a di- 
vision for licensing motor vehicle 
repair shops and master mechanics 
and for revocation or suspension of 
license on complaint of any party 
aggrieved; records of repair work 
done are to be kept in manner 
prescribed by bureau. A. Int. 305, 
Glancy. 

Change Registration Year— 
Changes registration year for mo- 
tor vehicles to commence Feb. 1 
and end Jan. 31 of the succeeding 
year; permits use of old plates dur- 
ing months of February and March 
on certain types of vehicles, also 
changes time for payment of reg- 
istration fees for less than one 
year. S. Int. 2, Graves. 

Changes motor vehicle registra- 
tion year to commence July 1 and 
end June 30 of succeeding year 
and makes time for part year 
licenses conform thereto. S. Int. 
371, Warner; A. Int. 379, Marble. 

Changes registration year to 
commence Feb. 1 and end Jan. 31 
of succeeding year; permits use of 
old plates during months of Feb- 
ruary and March on certain types 
of vehicles, also changes time for 
payment of registration fees for 
less than one year. A. Int. 389, G. 
B. Parsons. 

Sales Certificates—Requires that 
certificates issued by dealers on 
sales of second-hand motor ve- 
hicles shall be made in duplicate 
and no motor vehicle so sold shall 
be registered unless one of the 
duplicates is first filed with motor 
vehicles commissioner. S. Int. 763, 
Mahoney. 
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Revisions Urged —_— 
In N. Y. State’s¢iin 
Labor Legislatia=— 


ALBANY, N. Y.—A number > 
revisions in state labor laws 
improve the relationship a 
workers and employers” are rec 
mended to the state legislat ) 
here in a report submitted by 
joint legislative committee on 
dustrial and labor relations up 
the conclusion of a two-year stu@® 


Although indicating its be 
there was little wrong with la 
relations within the state wh 
could not be solved by educati: 
rather than legislation, the co 
mittee proposed re-writing seve 
portions of the state labor act 
make the statute “appear m 
equitable and less one-sided.” So 
of the act’s declarations were h 
to be “unnecessary and unw: 
ranted reflections upon the e 
ployers of the state who for <s 
most part have recognized coll@Be 
tive bargaining in principle ag 
are endeavoring to maintain lak 
relations on a basis of equity a 
justice.” 























































































One recommendation by it hea 
committee would make it mand&,, Th 
tory for the state labor relatiognanage 
board to investigate an employer assi 
allegation that a question or cdg, a 
troversy exists concerning emplo§. Ci 
representation. At present cap mo 
sideration of a labor union’s ’ zone 
tition for an election is mand&ijgo in 
tory, while that of an employer | nd’s 
permissive. ‘Motors 

Another recommendation wotlhgsistan 
empower the board to issue “cea He’s 
and desist” orders against uniofpor_ =< 
engaged in cross picketing of @for se 
employer whose workers alrea@ with | 
have chosen another union Plair 
their representative. Such orde 
which would rescue employe ope! 


from “unfair” pressure because 


a struggle between two uniom#ing it: 
would be enforceable in the cou in an 
The committee asked that tion to 
state industrial commissioner Bits cli 
empowered in instances of strik@ms, ex‘ 
of great public concern, such @.& A. 
the recent strike of New York cc 
delivery men, to name a speci 
board of inquiry, which, with 
‘right of subpoena, would ascertalhy) Br 
the facts and, through the spdbublicar 
light of publicity, force a settlBp<, ay 
ment. “he Fev 
oseteeeseeneenpaneseeeeensaciaeieteeeacnaienancnenseces ¥ U 
the 
N. J. Dealers Note == 2 
‘ , 
Brisk Car Saleg™* 
NEW BRUNSWICK, N. J.—I@sue Cl 
creases ranging from 25 to 1@eral 1 
percent in the sale of 1940 modeling : 
as compared with the precedir sing 
year were reported by dealers §n Cos 
this area in a recent press surve# c 
A sales improvement of 100 pegmess | 
cent was announced by J. Arthups beca 
Applegate, who conducts a Stud@+nhere 
baker and Willys dealership; her@*@ Cc 
He declared both makes westment 


rapidly reaching new sales pealgfonal 
in this vicinity, necessitating twig festro. 
as many deliveries than duringtising 
the same period a year ago. : 
Packards also are moving —— 
double the 1939 model rate, a@ 
cording to the Garretson Co. 
similar sales jump was reported bh 
Rutgers Chevrolet Co. 


road. His Lincoln-Zephyr 
during the last three months 
the entire 1939 model year recor@ 
it was reported, while the Mercury 
turnover also is climbing. oe 

Buick, Cadillac and LaSalle saleafr— 
were reported up 35 percent 
DeAngelis Brothers. This firm, 4 
was noted generally, announce 
that used car sales were propors) — 
tionately gaining with the new} 
car sales surge. BS 

An increase of 40 percent it, 
Oldsmobile sales, with an evea™ 
higher percentage gain anticipate@ 
shortly, was reported by Brunse 
wick Motor Sales, Inc. Orders an@ 
sales for Pontiacs and Plymouthg§ 
show a 40 percent increase at thee 
Quality Motor Sales Co., while @ 
35 percent gain in Plymouth an@) 
De Soto sales was reported by}; 
Thomas Motors of Highland Park# 
Similar increases were noted by . 
other dealers in the area, indicate 
ing a generally improved marke 
outlook. 


For a fresh automotive viewpoint, 
read George M. Slocum’s “A Word in’ EW 
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xpected switch brings in W. 
ugey, Chicago zone manager, 
yntiac’s advertising manager 
to succeed F. A. 
Berend, who re- 
signs post Mar. 1 
to take charge of 
new West Coast 
offices being 
opened by Mac- 
Manus, John & 
Adams agency in 
Los Angeles. 
Berend has been 
Pontiac adrector 
for past six years. 

Mougey, who 
has been with 
jadac Since 1933 when old B-O-P 
‘we up, was with General Mo- 
“@export for 22 years until 1930. 
_atter year he moved to GM’s 
it headquarters in sales pro- 
nm. Thereafter he was assist- 

manager of Central region for 
“=P assistant zone manager in 
and zone manager in 
s City. With breakup of 
P, Mougey in 1933 became St. 
zone manager, moving to 
ago in similar post in 1935. 
wend’s association with Gen- 
)Motors began seven years ago 
istant admanager for Chev- 
He’s had both agency and 
pr advertising experience, 
for several years was associ- 
with Chicago Tribune, Cleve- 

Plain Dealer and Detroit 


ferend 


opening its new Pacific 
offices this agency is ex- 
fing its facilities and placing 
in an especially advantageous 
tion to render greater service 
its clients,” said James R. 
ms, executive vice-president of 
A. 


. Bruce Barton, New York 
charged in Chicago 
sday (15) that some persons 
the Federal Trade Commission 
the U. S. department of agri- 
ure seek control of the press 
radio through destruction of 
sonal advertising. 
an address to the Union 
e Club, he asserted that the 
al Trade Commission was 
ning an inquiry into national 
gertising in its study of distri- 
mn costs. Barton said such an 
constituted a danger to 


iness and democratic institu- 


onal advertising, who want 
adestroy it because national ad- 
ising supports the free Amer- 
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Wednesday (14) in New York City 
while on business trip. 


ican press, and the free American 
radio. 

“If they can destroy national 
advertising they know that they 
will end the independence of the 
press and radio.” 


Show 

Louisville Courier-Journal last 
week published a special 10-page 
automobile section in* connection 
with Auto Show Week staged by 
dealers. Each dealer made a spe- 
cial showing at his showroom. 

First prize of $490 down payment 
on any car was offered for the best 
letter choosing a certain make of 
car and the reasons for such se- 
lection. Four other prizes were also 
offered. Radio performers from 
WHAS visited each co-operating 
dealer’s place of business at dif- 
ferent times during the week. 


Dealer Tiein 

New highway safety sign, built 
by Traffic Actuated Sign Co., St. 
Paul, Minn., provides effective 
medium for local dealer goodwill 
advertising. 

Billboard is controlled by ap- 
proaching traffic at hazardous 
points in road. Sign is operated by 
two magnetic detectors, slid under 
pavement about 500 feet ahead of 
billboard. Detectors are placed 
about 40 feet apart. When vehicle 
passes through first detector’s mag- 
netic field, impulse is sent to tim- 
ing and switching mechanism on 
sign, lighting up hazard sign as 
well as advertiser’s copy. 

When vehicle passes through 
second detector’s field, the warn- 
ing “You are going over 30-40-50- 
60 miles per hour”’—or any other 
warning as the case may be— 
lights up boldly. 

Magnetic field of each detector 
is so adjustable that limits of fields 
may be controlled to the exact 
center of road, thus avoiding ac- 
tuation of sign mechanism by ve- 
hicles going away from billboard. 
Herewith is a photo of six dif- 
ferent warning signs available. 


Merger 


Latest newspaper merger in- 
volves acquisition of Battle 
Creek (Mich.) Moon-Journal by 
the Battle Creek Enquirer and 
News because “local field is not 
capable of supporting two news- 
papers on an adequate basis.” 

Enquirer and News is owned 
by Federated Publications, Inc., 
and was founded in 1895. Moon- 
Journal was started in 1851. 


F. E. Murphy 


Frederick E. Murphy, 67, execu- 
tive head of the Minneapolis 
Tribune and Times-Tribune, died 
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Traffic Actuated Sign Co., St. 


dealer goodwill advertising. Shown 


’ i which may be used on the billboards. Further details 
SS Sa. in the accompanying 4th Dimension column on this 
* te. 


Mr. Murphy, also a director of 


the Associated Press, was nation- 
ally known as a crusader for his 
|ideals of diversified agriculture. 


Counsel 


Harry A. Berk, Inc., New York 
City, has been appointed mer- 
chandising counsel to ‘Willys- 
Overland Motors, Inc., it is an- 
nounced by J. W. Frazer, presi- 
dent and general manager. 


Rep 

Robert E. Johnson, formerly with 
the West Coast office of McCann- 
Erickson, .Inc., has been appointed 
Pacific Coast rep for Ross Roy, 
Inc. Will have offices in the West- 
ern Pacific building, Los Angeles. 

Johnson will handle various 
phases of Dodge truck advertising 
and publicity on the coast. In ad- 
dition to advertising experience, 
Johnson has spent several years in 
newspaper work in the West. 


Chatter 


Curtis Mfg. Co., St. Louis, places 
account with Oakleigh R. French 
& Associates ... Louis P. Gersch, 
editor of Chicago Financial Digest, 
elected president and treasurer of 
financial news service organization. 


MEMA’s Index 
In Dec. Shows 


Gain Over Nov. 


NEW YORK.—<According to 
manufacturers reporting to the 
Motor and Equipment Manufac- 
turers Assn., original equipment 
shipments rose in December but 
shipments in all other categories 
slowed down for that month. 


The grand index for all branches 
of the industry in December rose 
to 143 percent of the January, 1925, 
base as compared with 135 percent 
for November and 138 percent for 
December, 1938. 


Shipments to vehicle manufac- 
turers for original equipment in 
December advanced to 177 percent 
of the base, which compares with 
154 percent registered in Novem- 
_ and 157 percent for December, 
1938. 


Service parts shipments to whole- 
salers for December declined to 
127 percent of the base as com- 
pared to 167 percent in November. 
In December, 1938, the index stood 
at 121 percent. 


Accessories shipments to whole- 
salers in December dropped, stand- 
ing at 101 percent of the base in- 
dex, which compares with 107 per- 
cent in November and 129 percent 
in December, 1938. 

Service equipment shipments to 
wholesalers in December declined 
to 87 percent of the base, which 
compares with 91 percent in No- 
vember and 83 percent in Decem- 
ber, 1938. 


Symposium Set 


On Truck Uses 


MINNEAPOLIS. — A symposium 
of interest to the automotive in- 
dustry, will be held at the Center 
for Continuation Study, University 
of Minnesota, Feb. 26-28, according 
to J. M. Nolte, director. 

Course has been arranged par- 
ticularly for persons interested in 
the manufacture, distribution and 
operation of trucks, trailers, trac- 
tors, tires, the products needed in 
their operation; mining engineers, 
mine operators, contractors, and 
others interested in mine equip- 
ment and machinery. 

Discussions for the final day will 
be almost entirely devoted to 
trucks and truck operations in the 
iron ore mines of northern Minne- 
sota where trucks are rapidly tak- 
ing the place of trains and tracks 
for hauling required in open pit 
operations. 


Jan. Car Sales Near 


Record in Mansfield 
MANSFIELD, O.—With one ex- 
ception, Richland county automo- 
bile dealers sold more new cars in 
January than in any month in the 
past two years. 
Sales for the month totaled 253, 


an increase of 99 over January last 


year and 20 more than dealers sold 
in December. Only March, 


better sales month. 


19389, | 
when 313 cars were sold, was a 


23 





GREAT AMERICANS AT HOME 
NUMBER 3 








oe AT OFFICE, 
SPOTS BLUEPRINT FOR 110-STORY 
SKYSCRAPER WITH NO ELEVATOR 
DOORS ON THIRTY-FOUR TOP 


FLOORS . . ."RAISES ROOF”... ++ AT FACTORY 


CORNERSTONE LAYING FORGETS 
HIMSELF... SAYS AMERICAN 
HOMES—NOT FACTORIES— 
MADE AMERICA GREAT... 


«e+ AT HOME, 
SPOTS FIRST WREN OF 
SEASON ... RUSHES OUT 
TO HANG BIRDHOUSE 
HE BUILT HIMSELF... 
SURE, BUSINESS !S VITAL 
BUT— 


Led 


...and the fun of living is not confined to those who 
can afford custom-built birdhouses! Whether you are 
selling building materials or passenger cars, the market 
that really counts is made up of people with the desire 
and the wherewithal to buy. The American Home 
magazine .. . devoted exclusively to editorial ideas 
wn living . . . today offers these people more than any 
other magazine . . . has gained more than a million 
and a half new readers since 1932. 


Really Ce 


. . . Seems like a profitable market-place in which 
to show and sell your wares, because: 
Among major magazines, The 


AMERICAN HOME today is FIRST 
in percentage of: 


Among major women’s and home- 
service magazines, The AMERICAN 
HOME is FIRST in percentage of: 


-- reader-families with incomes over $20 --+-total men and women readers per 
a week reader-family* 

-- editorial lines (actual) on homemaking «+. reader-families with executive and 

-- homemaker readers per reader-family* professional family heads* 


- circulation in Metropolitan Suburbs 


oe -- circulation in Metropolitan Markets 
At a Mass Rate for Selective Selling! 


*Sterch, 1939 


THE PRIMARY HOMEMAKER MARKET 


go 






POPULATION 
OVER. 1,750,000 FAMILIES LIVE BY 


A viertcan Home 


| THE MARKET-PLACE FOR IDEAS ON LIVING 
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CHRYSLER! 


“I’ve been a Chrysler dealer only six “We have handled Chrysler cars ever since = 
months, but I’m delighted,” says Mr. Holt they were first built,’ writes Mr. DeCozen,“and 
Chew, Chrysler-Plymouth dealer in Denver. prefer the Chrysler franchise because we find » 
“Chrysler’s superior engineering makes * Growing public acceptance : 
repeat deals easy, so you inherit a lot of * Chrysler owners remain Chrysler owners 
good customers and build soundly for the * Factory always cooperates : 
future. I get wonderful cooperation * Factory lives up to its guarantee 


he 
from my distributor and from the factory.” * You get the good things first from Chrysler.” 


ALFRED DECOZEN 


HOLT CHEW 
\ DeCozen Motor Co., Newark, N. J. 


Holt Chew Motor Co., Denver, Colo. 


* Chrysler dealers everywhere are happy. Perhaps you, too, would be happier with 
Chrysler. Address Chrysler Sales Corporation, 12200 East Jefferson Ave., Detrott. 


HRYSLER~ PLYMOUTH | 





